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‘38 Studebaker Line Offers 2 Sixes, Eight 


UAW ACCEDES T0 GM DEMANDS 


GM to 
Sparks 


Tom-Tom Special 
The Schedule Grows 
Buick, Hudson, Olds., 
Willys, Dodge, Show Wares 


ser 
By 


Chris Sinsabaugh 


N BOARD THE TOM-TOM 

SPECIAL.-—- War _  correspon- 
dents representing the nation’s 
leading newspapers and maga- 
zines are swinging around the 
western front this week and next 
previewing the new models that 
are being prepped for the 1938 
battle. The automobile editors are 
living the life of Reilly as they 
solemnly inspect the new prod- | 
ucts of the manufacturers. They | 
are getting so much attention at 
the factories that they are begin- | 
ning to feel like the sacred cows | 
of India. Brass hats come out of | 
their corner offices and extend | 
greeting hands; sales executives | 
make them feel at home, while the | 
tom-tom beaters, otherwise the | 
publicity men, vie with each other | 
in arranging programs that make 
the previewing easy to take. | 
| 


* * * 


NEVER BEFORE have I jue” 
these preview parties so well at. | 
tended and for the first time the | 
dates have been so arranged that | 
there has been no clashes. Stude- | 
baker, Graham and Hupmobile 
started the activities a couple of 
weeks ago, but this week has seen 
the greatest action, with Buick, 
Hudson, Oldsmobile, Willys-Over- 
land, Dodge and Nash throwing 
parties. And next week we travel- 
worn gentlemen of the press face 
a schedule that takes in Chrysler 
on Tuesday, Pontiac on Wednes- 
day, Packard at noon and De Soto 
in the afternoon on Thursday, 
Chevrolet on Friday and Plym- 
outh on Saturday. Then comes 
the armistice, the heavy firing 
will cease, but I am expecting 
that we’ll go into real action the 
latter part of October when the 
national show opens in New 
York. 


Ea * * 


REVIEWING THIS WEEK, let 
the column tell you about the 
Buick party on Monday. As 
usual we went to Flint to enjoy 
the hospitality of Major Domo 
Tom Corpe who had the situation 
well in hand. We lunched, went to 
the IMA building for a look at 


{the new models and to listen to 
‘the remarks of General Manager 
;Harlow Curtice, Sales Chief Bill 


(Continued on Page 27, Col. 1) 


Dealers, | Factory 
Cite Merits of 


Ahead of Those in 
Previous Year 


By MEL ADAMS 
ADN Staff Correspondent 


CHICAGO.—First report 
on the progress being made | 
by General Motors in the | 
solution of dealer and dis-| 
tribution problems through | 
the operation of its dealer council 
plan was given Wednesday by AIl- 
fred P. Sloan jr., chairman of the 
board; William S. Knudsen, pres- 
ident; Richard H. Grant, vice- 
president; and four dealer mem- 
bers of the dealer council. 

Discussion of the dealer 
cil plan was the feature 


coun- 
of a 


| . . 
| dealer co-ordination luncheon held 


by the General Motors Club of 
Chicago. The program was car- 
ried to approximately 7,500 GM 
dealers, field executives and 
guests to similar meetings in 51 
cities throughout the United| 
States by telephone. 

The GM dealer council plan 
was inaugurated three years ago} 
to accomplish a closer contact be- | 
tween GM executives and the 


(Continued on Page 2, Col.1) 


Ford Institutes 
School for Used 
Car Renewing 


DEARBORN.—Ford Mo- 
tor Co. service men throughout 
the country will receive special- 
ized training in used car appear- 
ance reconditioning in an 
instruction program established 
by the service department. 

Service instructors from each 
of the company’s 36 branch or- 
ganizations are attending one of 
half a dozen regional schools 
now being held at widely sepa- 
rated key points. They are being 
instructed in the use of the most 
modern reconditioning equipment. 
Each branch instructor learns 
each _ reconditioning operation 
thoroughly by doing the work 
himself under the supervision of 
competent technicians. Upon com- 
pleting the course at the regional] 
school, he will return to his 
branch to conduct a _ branch 
school in his territory. 

All phases of body and chassis 
reconditioning are covered in the 
instruction courses as outlined 
in the R. & G. procedure of re- 


(Continued on Page 6, Col. 4) 
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STREAMLINING TREATMENT of the Studebaker 1938 lines pro- 
vides a new smoothness to the hood. Headlamps mounted in the 
The new line includes two sixes and 
an eight. In addition to the improved appearance Studebaker this year 
also offers vacuum gear shifting with the shift lever mounted on the 
instrument panel providing an unobstructed front compartment. 


Vacuum Gear Shift Mounted 
On Dash Features New Line 


| which is optional on the President 


fenders also lend a new appeal. 


SOUTH BEND.—Featuring sev- 
eral new mechanical improve- 
ments, two sixes and an eight for 
1938 were announced this week by 


the Studebaker Corp. Each of the | 


new series is offered in four body 
types, coupe, club sedan, cruising 
sedan and convertible sedan. 


| Prices on the new cars were not 


announced. 

Among the new mechanical 
features are the vacuum gear 
shifting device with control lever 
mounted on the dash _ board, 


The Top Ten 
PASSENGER CARS 
First Ten in Registrations 
as Reported in ADN Today. 
1937 1936 
Pos. Make Pos. 
1—596,957 Ford 518,261— 2 
2—511,599 Chev. 651,392— 
38—327,242 Plym. 323,396— 
4—179,428 Ddge. 162,549— 
5—146,471 Pont. 114,128— 
6—133,002 Olds. 131,710— 
7—131,228 Buick 100,569— 
8— 68,946 Pack. 35,397—11 
9— 65,442 Hud.* 67,855— 8 
10— 59,283 Chrys. 37,589—10 

* Includes Terraplane. 


Total All Makes 
2,461,635 2,291,447 


See Total Registrations to Date, 1937- 
1936, pages 24 and 25 this issue. | 





| their 








Continue Its Dealer Council Plan 


Union to Permit 
GM to Discipline 
Wildcat Strikers 


'Move Opens Path to Halt 


Unauthorized Stops 
Of Production 


DETROIT. — Conceding 


‘the right of General Motors 


Eight and Commander Six; and 
mounting of the gear set on its 
side, thereby eliminating the tun- 
nel in the front compartment. 

Wheelbases of the new models 
are President Eight 122 inches; 
Commander Six 116.5 inches, and 
the Studebaker Six 116.5 inches. 
Frames of all three models are 
considerably lighter than their 
predecessors, and are said to have 
increased overall torsional ri- 
gidity. 

The new models, which make 
public appearance next 
(Continued on Page 20, Col. 1) 





affiliations, 


to discharge employes for 
cause regardless of union 
Homer Martin, 
president of the United Automo- 
bile Workers, this week opened 
the way for further negotiations 
on changes in the UAW-GM cur- 
rent contract. 

At the same time Martin’s 
move gave assurance to the cor- 
poration and its dealers that bet- 
ter control over wildcat strikes 
could be effected by the corpora- 
tion during the coming year. 

The concession was made in 
reply to a letter by W. S. Knud- 
sen, GM president, on June 23, in 
which Knudsen declared that 
changes in the current UAW-GM 
contract would not be discussed 
until the union had given gua- 
rantees that wildcat strikes 
would be controlled. 

Following the announcement of 
the union concession Thursday, 
Knudsen in Chicago stated that 
he could see no reason why dis- 
cussion on _ contract changes 
could not be resumed. Formal 
answer to the Martin statement 
will be made Monday. Meanwhile 
brief meetings between the cor- 
poration representatives of the 
UAW were held Friday. 

Demands for guarantees by the 
union and the right to discipline 
its workers were made by the 
corporation as the result of more 
than 200 “unauthorized” work 
stoppages in various GM plants, 

(Continued on Page 25, Col. 1) 


|200 Attend Meeting of W. Va. 


| Dealers Assn.; 


Name Officers 


CHARLESTON, W. Va.— Ap- 
proximately 200 members of the 
Automobile Dealers Assn. of West 
Virginia attended the annual 
meeting of the association here 
this week at which M. M. Moor- 
head, local Ford-Lincoln dealer 
was named president. The as- 
sociation endorsed the program 
of the National Automobile Deal- 
ers’ Assn. which was outlined by | 
Walter E. Blanchard, of that or- 
ganization. 

Speakers on the program be- 
side Blanchard included Claude 
S. Klugh, Pennsylvania Automo- 
tive Assn., who outlined the} 


Pennsylvania used car control 
law. John O. Munn, Toledo, O., 
spoke on labor problems and pub- 
lic relations. C. J. Powell, registrar 
of motor vehicles, also a speaker, 
disclosed that junking permits 
formerly issued at $1 each were 
now available to dealers in the 
state without charge. 

Practically an entire new board 
of directors was named at the 
meeting on the theory that in 
this way members could be given 
a chance to take more active part 
in affairs of the association. 

The new directors include: C. 

(Continued on Page 6, Col. 5) 





dealer group. There are four sec- 
tions composed of 12 members 
each. The Chicago luncheon pro- 
gram was coincident with the 
two-day meeting of the Pacific 
Coast section of the council. 

Grant’s talk was. entitled, 
“Progress as a Result of the Deal- 
er Council Effort.” He reviewed 
some of the more important prob- 
lems of retail distribution, and 
discussed the contribution of the 
dealer council sessions toward 
solution of those problems. 

“With the progress we have al- 
ready made and with our inten- 
tion of going ahead with the 
work, I feel that we can look for- 
ward to still further progress as 
time goes on,” he said. 

Grant .isted the most important 
dealer problems as follows: dealer 
profit position; adequate stocks 
of cars at announcement time; 
placement of too many dealers in 
an area as compared with the po- 


tential for business; production of | 


too many new cars, dissatisfac- 
tion with the cancellation clause 
in the contract; cross-selling; and 
over-bidding on used cars. 

Discussing the dealer profit po- 
sition, Grant said that as the re- 
sult of discussions, the 
members of the council, and the 
executive group, came to the con- 
clusion that the whole solution 
did not lie in increasing gross 
profits to the dealer, thereby rais- 
ing prices to the consumer. The 
main accent was in the establish- 
ment of policies in order that 
dealers might enjoy a better net 
profit without too greatly increas- 
ing gross profits. 

“Since that fime, we have kept 
careful accounting of dealers’ 
profits and _ they have risen 


Graham’s Sales 
Up 13 Per Cent 
In Aug. Over 


DETROIT.- _Graham’ s retail de- 
livery reports from dealers show 


a 13.5 per cent increase in August | 


over the same period of 1936. The 
figures show 1,288 cars sold in 
August, 1936, and 1,461 during the 
month just closed. 

Advance reports indicate that 
the retail sales for the first 10 
days of September were at least 
as high as for the first 10 days 
in August. There is also indica- 
tion that at the time new models 
are announced on Oct. 27, stocks 
in the hands of dealers will be 
considerably lower than at an- 
nouncement date last year. 


dealer | 


"36 | 
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Results Prompt GM to Continue Dealer Council 


1937 Retail Profits Runnin g 
Ahead of Those a Year A go 


(Continued from Page 1) 


steadily and in the year 1936 were | 
quite satisfactory,” said Grant. 

“The profit outlook for 1937 is still 
better.” 


In discussing the problem of | 


adequate stocks of cars at an- 
nouncement time, Grant said: 
“In January, 1935, there was 
universal complaint in our dealer 
council meetings because at an- 
nouncement time for _ several | 
years there had not been an ade- 
quate stock of cars in order that 
a proper sales effort could be 
made when the peoples’ interest | 
was at its height. As a result of 
our own dissatisfaction with this 
condition, and stimulated by the 
arguments in the dealer council 
meetings, a system was put into 
effect which assures to the high- 
est possible degree the production 
of a sufficient quantity of cars 


| before the introduction dates an- 


nounced by our various divisions. 


“In looking forward to this 
year’s introduction of cars, it is 
gratifying to be able to announce 
that in all of our divisions, ade- 
quate stocks of cars will be in 
the field at announcement time.” 


Grant stated in dealing with 
the problem of too many dealers 
in an area, that there is now no 
complaint of importance among 
our dealers on account of the 
over-packing of territories. 

In dealing with the problem of 
production of too many cars, 
Grant said: 


“Our outlook for this year is 
that in all of our divisions our 
clean-ups will be normal and 
again we do not need to make 
the liquidation clause effective. 
However, if in some future years 
we over-produce, the liquidation 
clause stands in the contract 
ready to be put into effect if our 
advanced projections indicate that 


| it is necessary.” 


Grant credited the dealer coun- 


| cil work for the modification and 


| 





extension of the _ cancellation 
clause which gave the dealers a 
more liberal settlement 
cellation time and some protec- 


| tion in the matter of lease holds. 


“There is no doubt that this| 
change in the contract made our | 
dealers feel more comfortable 


|}and together with the liquidation 


clause it created a feeling among 
dealers that our contract had 
more of a spirit of mutuality 
than in the past,” he said. 

“On the subject of the over- 
bidding of used cars, there has 
not yet appeared any definite so- | 
lution to this problem,” 


|Grant. “It has been discussed in | 


defler council meetings at great | 
length but legislative efforts up to | 


at can-| 


| greatest 


eral Motors dealers council, 


vice-chairman of the board; 


|S. Daniels, Daniels-Wells Inc. 





| O'Reilly Motor Co. (Chevrolet), 


Inc., Los Angeles, member of Pacific Coast dealer council; 
(Olds), Spokane, Wash.; Ted Eades, Ted Eades (Chevrolet-Olds), Inglewood, Calif.; Frank C. O’Reilly, 
Tucson, Ariz.; R. B. Dubois, 


| Ore.; . F, iE. Dailey, F. i. Dailey Motor Co., Oakiand, Calif. 


2,000 Bins Get Daa 
Of Hudson Models for ’38 


date have been 
value. Dealers’ 
bureaus have 

“The work that we 


attempts to ren | 
been rather futile. | 
have 


has probably been 
influence that has been 
brought to bear on the subject. 
The minimizing of cross-selling is | 


dealers 


said | bound to affect used car trading | 


in a helpful way. The application | 
of the liquidation clause when | 


(Continued on mn Page 22, Col. 1) 


AMONG THOSE ATTENDING the annual meeting of the West Virginia Automobile Dealers Assn. 


of no seeming | 


res 
in a more scientific placement of | 
the | 


lof the United States as well 





in Charleston this week were, left to right, S. C. Catron (Dodge-Plymouth) of Beckley; Bruce Perry | 
(De Soto-Plymouth) Huntington; J. F. Willis (De Soto-Plymouth) Bluefield; Pete Barrow (Chevrolet) 
Bluefield; H. B. Long (Chevrolet) Fairmont; John O. Munn, Toledo, O., one of the speakers; L. E. Rol- 


lins (secretary-manager) Charleston; H. P. Sturm (retiring president) Clarksburg; W. E. Blanchard, 
speaker, NADA; M. M. Moorhead (Ford) president-elect, Charleston; Claude S. Klugh, speaker, Harris- 
burg, Pa.; J. S. McClinton (Chevrolet) Parkersburg, and C. J. Powell (Registrar of Motor Vehicles for 
West Virginia) Charleston, another speaker. 


| showing 


DETROIT. — The first private | 
preview of 1938 Hudson models 
was attended here this week by 
distributors of the Hudson Motor 
|Car Co., who came from all parts 
as 
from Europe and South America, 
and by more than 2,000 dealers 
from nearby states. 

The three-day sales convention 
was the largest in the company’s 


| history. 


Quantity production of the new 
cars is now under way 
Hudson factories, and _ public 
of the 1938 models is 
scheduled for early October. At 
the time of the public showing, 
advertisements announcing’ the 
new lines will be run in approxi- 
mately 2,000 newspapers through- 
out the United States. 

The 1938 cars, unveiled here 
this week at the Masonic Temple, 


|consist of three completely new 


| lines 
117-inch wheelbase, 


| inch 
| the 1938 models is said to be much 





Hudson-Terraplane on 
the Hudson 
six on 122-inch wheelbase and the 
Hudson eight on 129- and 122- 
wheelbases. Appearance of 


the 


different from that of the 1937 
models. The new models also em- 
body many engineering refine- 
ments which are said to add still 
further to safety, economy, 
smoothness, power and_ easier 
driving. Bodies are said to be the 
roomiest ever built, with greater 


Dubois Motor Co. 


at the| 





PLANT EXECUTIVES SIT DOWN with dealers at Chicago for a report on progress of the Gen- 
Top, the distribution group of GM, left to right, L. H. Fisher, vice-pres- 
ident GM; William S. Knudsen, president GM; Albert Bradley, vice-president; L. R. Beardslee, secretary 
policy and administration committee; Alfred P. Sloan jr., chairman of the board; Donaldson Brown, 
A. L. Deane, general manager, Motor Holding Division, and R. H. Grant, 
vice-president, Bottom photo shows the Pacific Coast section of the dealer council, left to right, sitting, 
H. W. Tuttle, Howard Automobile Co., Los Angeles; R. A. Mueller, Mueller-Harkins Motor Co., Tacoma, 
Wash.; C. S. Ortman, Hansel-Ortman Co., (Olds-Cadillac-GM Truck), Stockton, Calif.; A. E. Nugent, 
| A. E. Nugent Co. (Chevrolet), Los Angeles; Fred H. Kurz, Fred H. Kurz Inc. (Chevrolet), Seattle; George 
(Pontiac), Oakland, Calif. Standing, left to right, J. E. Brown, Don Lee 
Ray L. 


Barton, Barton Automobile Co. 


(Pontiac), Portland, 


interior body length and a front 
compartment 55 inches wide. 

At the business session which 
preceded the unveiling of the 
cars, the 2,000 distributors and 
dealers were addressed by A. E. 
Barit, president and general man- 
ager; S. G. Baits, vice-president 
and assistant general manager; 
and W. R. Tracy, vice-president 
in charge of sales. 

Barit said that new model an- 
nouncements already made by 
other manufacturers, as well as 
announcements still to come, in- 
dicate a decided trend in the in- 
dustry toward automatic gear 
shifting. Pointing out that Hud- 
son had first offered this improve- 
ment to the public three years 
ago, Barit said that the general 
trend toward automatic shifting 
should place Hudson in a pre- 
ferred position in 1938 because of 
the fact that its “Selective Auto- 
matic Shift has already been 
proved by more than 1,000,000,000 
miles of owner driving.” 

Tracy told dealers that 1937 will 
be the fourth consecutive year in 
which Hudson will show a sub- 
stantial sales increase. The com- 
pany, he stated, will enter the 
1938 selling season with the larg- 
est sales organization it has had 
in the past seven years, some 
1,446 new distributors and dealers 
having joined the company dur- 
ing the past year. 
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Hoffman Blasts Restrictive Used-Car Legislation 


Urges Dealers’ Vigilance 
To Prevent Profit Loss 


SOUTH BEND.—Declaring em- 
phatically that any average of 
allowances for used car is un- 
fair to both 
dealers and cus- 
tomers, Paul G. 
Hoffman, presi- 
dent of Stude- 
baker Corp., 
last week warned 
2,000 Studebaker 
dealers at a 
four-day confer- 
ence here against 
legislative con- 
trol of used car 
prices. 

Such _legisla- 
tion, in establishing maximum al- 
lowances, Hoffman said, fails to 
take into account “good and bad 
cars, as well as excellent and in- 
efficient merchandising.” 

Hoffman’s speech to the deal- 
ers, in part, follows: 

‘I hope you are taking away 
with you an impression that no 
stone has been left unturned in 
our effort to provide you not 
only with a product, but with 
merchandising, advertising and 
sales promotional plans that will 
make the 1938 season one of great 
opportunity for increased sales 
and profits. With pictures and 
dramatic skits we have stressed 
the fact that to realize on that 
opportunity you must use sales- 
manship and showmanship in 
your new car, used car, accessory 


Paul G. Hoffman 





and service departments. Above 
all, modernize your service and 
keep it modern. America’s finest 
motor cars backed up by the best 
service available in your territory 
is a winning combination. I sin- 
cerely believe that 1938 will be a 
banner year for Studebaker and 
Studebaker dealers. 

“IT see one danger that threat- 
ens your profits and those of 
other self-reliant automobile deal- 
ers, and that is the inclination of 
certain dealer groups to seek 
legislation aimed at your cus- 
tomers. I refer to state appraisal 
and licensing bureaus which pro- 
pose to fine you, jail you, and 
deprive you of your right to do 
business if you exceed used car 
allowances authorized by them. I 
am not defending over-allow- 
ances, but I say emphatically that 
any average of allowances (for 
used cars) is unfair to you and 
your customers. 

“The average must take into 
account good and bad cars, as 
well as excellent and inefficient 
merchandising. Applied specifical- 
ly to Studebaker dealers, it oper- 
ates most unjustly against them 
and their Studebaker customers. 
A good Studebaker dealer can sell 
used Studebakers to far better 
advantage than can a dealer in 
low priced cars. If you are de- 
prived by law of the right to pass 
on to your customers the advan- 
tage of your superior merchandis- 





| | measures, 


CHOW TIME at the Buick press preview brings out a lot of low- 
down. Top, left to right, Graham Patterson, of the Farm Journal; 
John C. Marscher, Philadelphia News; Frank J. Prendergast, St. 
Louis Star-Times; and Harlow H. Curtice, president and general 


manager of Buick. Middie photo, Bill Hufstader, Buick general sales 
manager, leads a theme song while Ed Lunt, Buick retail store 
manager in Flint looks over his shoulder. At right is William Doyle, 
of the Providence Journal. Bottom, left to right, Thomas H. Corpe, 
Buick advertising director; Samuel D. Fuson, vice-president of Ar- 
thur Kudner, Inc.; and Joe Spadea, Detroit radio station representa- 
tive. 





Highlights 


Pointed remarks from Paul 
G. Hoffman’s speech before 
Studebaker dealers: 

“Any average of allow- 
ances for used cars is un- 
fair to you and your cus- 
tomers * * * 

“Never forget that an at- 
tack on your customer is an 
attack on you * * * 

“True private enterprise 
is competitive on the basis 
of eff:ciency and nothing 
else * * * 

“Business cannot survive 
half slave and half free. We 
must have either free enter- 
prise in America or state 
socialism. There is no mid- 
dle ground * * *” 





ing ability, you will lose your 
Studebaker customer. He will not 
and should not be forced to ac- 
cept an appraisal which has been 
brought down to the merchandis- 


ing level of dealers in low priced | 


ears. The customer is not always 
right, but the customer 
king in America—and your best 
friend. Never forget that an at- 
tack on your customer is an at- 
tack on you. 

we 
that is put in jeopardy by those 
business groups who seek special 
privilege from the politicians, but 
the whole 
enterprise. 


these eloquent words: 


Warning Is Given 
“‘T remind you that capitalism 


and free enterprise ceases to be | 
enterprise | 


capitalism and free 
whenever it asks 
when it asks that 
underwritten, when it asks for 
its profits to be in any measure 
|guaranteed. And whenever free 
enterprise asks or accepts such 
free enterprise and 
|capitalism loses its courage and 
without courage capitalism is not 
|capitalism and free enterprise is 
|not free enterprise. * * * True 


for crutches, 


private enterprise is competitive | 


lon the basis of efficiency and 


| nothing else. It resorts neither to 
| private monopoly nor to public 
coddling to save it from the im- 
| pact either of workers or of com- 
petition.’ 

| “To those words of Mr. Frank’s, 
|may I add a paraphrase on an 
| immortal statement made by 
| Abraham Lincoln—‘Business can- 
|not survive half slave and half 
|free.’ We must have either free 
|enterprise in America or state 
|socialism. There is no middle 
ground. 

Proud of Dealers 


“But why should I stress the 
virtues of free enterprise to you 
| Studebaker dealers? Under con- 
ditions of great stress you proved 
that you could meet the full im- 
pact of competition and master 
it. You proved that an outfit 
which won't be licked can’t be 
licked. When weaklings have 
cried for help from _ politicians, 
your voices have been conspicuous 
by their absence. But an opposi- 
tion of silence is not enough. 
Even stout-hearted fighters can 
be shackled and you and other 
self-reliant dealers may have 
your liberty curtailed unless you 
are prepared to fight for it. We 
are proud of the fact that the 
Studebaker dealers in Pennsyl- 
vania are in the vanguard of 
those who are battling against 
the most un-American piece of 
legislation ever foisted upon an 
unsuspecting public.” 





ADN’s Washington bureau supplies 
readers with all important happen 
ings in the nation’s capital, affectin; 
the automotive and allied industries 


is still | 


is not only your business | 


system of American | 
Glenn Frank in a re-| 
cent address phrases his views in| 





its riches be} 
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STUDEBAKER PLAYED HOST to dealers from all over the 
country last week at the annual sales convention. Top photo, left 
to right, George D. Keller, vice-president in charge of sales, greeting 
C. K. Whittaker, president, Studbaker Pacific Corp., while Paul G. 
Hoffman, president, and Harold S. Vance, chairman of board, look on. 
In the background at the left is Kenneth B. Elliott, vice-president 
and assistant to the president. Second from top photo, the youngest 
delegate to the convention was Emma Faye Barnett, who is shown 
with Ben Cooper, Shawnee, Okla., Glen Farquaharson, Guthrie, Okla., 
Bill Fletcher, Oklahoma City, Miss Barnett, Bill Hansard, Oklahoma 
City; Jimmy Keith, Oklahoma City, and Bob Dawes, Lawton, Okla. 
Third photo from top, are other Oklahoma dealers, Glen Farquahar- 
son, of Guthrie; S. H. Stufflebean, Oklahoma City; H. S. Brown, 
Oklahoma City; Wright Smith, Bill Hansard and Jim Keith. Bottom 
photo, Louis K. Manley, Studebaker general sales manager, greets 
Chester Crain, dealer in Clovix, N. M., while R. B. Deeds, manager 
of Dallas branch, looks on. 


1,400 Chevrolet Field Men 
Meet in Detroit Next Week 


DE TROIT.—More than 1,400| Chevrolet general manager, and 
members of the Chevrolet field | Holler will be the _ principal 
wholesale organization, from 47/speakers at the annual conven- 
zones in all parts of the United/tion banquet, to be held in the 
States, will converge on Detroit} Naval Armory Wednesday night. 
next Wednesday and Thursday) after the convention, the field 
for the annual national sales CON-| men will return to their home 
vention. Washington Blvd. here| territories to present to their re- 
will be decorated in honor of the | spective zone and regional or- 
visitors. | ganizations full information on 

Vanguard of the 1,400 men will the program. 
arrive in the city Tuesday, many | 
»f them by special trains. Busi-| 7 oe ' 
ness scaeiines aa which all phases Grant Bargaining Rights 
»9f Chevrolet’s 1938 selling Sel SPRINGFIELD, O.—Sole bargain- 
xram will be presented in detail|ing rights have been granted to the 
‘sy central office departmental) Independent Automotive Assn. here 
»xecutives, will be held at the | by the International Harvester Co. 
Masonic Temple. of this been 





W. E. Holler,| Announcement has 
‘hevrolet general sales manager,| made by R. M. Watkins, superintend- 
vill preside. ent. The grant recognizes the as- 
Alfred P. Sloan jr., General Mo-| sociation as the agency to represent 
ors chairman; William S. Knud-|employes in negotiations with the 
sen, GM president; M. E. Coyle, ' company. 
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One sacred pledge we make our friends here 
and now. This publication, God willing and so 
long as it is in our charge, will never champion 
the cause of any individual or any corporation 
which is not for the best interests of the automo- 
tive industry as a whole. Nor will its columns 
be used to spread gossip or inflame prejudice. 
It will confine itself to the upbuilding of the 
industry it is pledged to serve, = —— 
the dissemination of NEWS which is timely, 

el3TH YEAR. authentic and of value-—(ADN 6-10-1933) 
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How’s Business? 

wu 1937’s model season just about to join other fa- 

mous waters over the dam or under the bridge, sales 
minded executives in this neck of the woods are project- 
ing the plans into 1938. Just how good 1938 will be de- 
pends, of course, upon many factors which cannot be 
clearly appraised at this time. Generally speaking, auto- 
mobile men at the factories are looking for sales ranging 
from 10 to 20 per cent above 1937. 

Being an off-political year there is nothing on the do- 
mestic horizon to upset the upward trend which began in 
1933. On the other hand the foreign disturbances may 
lead to consequences which would force a complete revi- 
sion of any projections made at this time. Observers, 
however, are inclined to the opinion that no leader abroad 
really is itching for a fight and much of the current loud 
talk is to frighten off would-be attackers. 

Should this prove true and no serious hostilities develop 
abroad, factors within our own domain do point to better 
conditions in the coming year. Farm income, which is a 
potent factor in our economic life, is estimated at $9,000,- 
000,000 for 1937. This puts the farms back in purchasing 
power to the position reached in 1929 when the actual 
income was $10,500,000,000, but farm costs were higher. 

Since the major part of the farm income this year was 
from marketed products, it must follow that industrial 
wage earners also have enjoyed corresponding increases 
during the past year. 

The effects of these combined improvements are not 
likely to be reflected in increased car sales until late this 
fall and next year. Should this prove true the projections 
for 10 to 20 per cent increases in 1938 may not be so over 
optimistic as some would like to have us believe. 

B* RECOGNIZING that the management of General 
Motors must be conceded the right to discipline em- 
ployes for infractions of company rules or union-company 
agreements, Homer Martin, president of UAW, has taken 
a step in the right direction. Under the old system, where 
the union leaders could duck responsibility for a strike 
while at the same time upholding the wildcatters as union 
members, plant managers, loyal workers and unionism 
suffered alike by “unauthorized” stoppages of work. 

Under the newest agreement, plant management may 
take steps to discipline wildeyed agitators, and presum- 
ably the union leadership will stand with the management 
and insist that no members take it upon themselves to 
halt operations without submitting their grievances 
through proper channels. This is equally as important to 


unions as it is to management. 
Jp RAIsION of W. E. Biggers, president of Libbey- 

Owens-Ford Glass Co. and new administrator of the 
unemployment census to use the post offices to collect 
data on employment is an indication of the value of put- 
ting a business executive in governmental posts. What 
is needed now is accurate information as quickly as pos- 
sible. It is better to use available facilities to get it rather 
than waste time building a new organization. 


Management’s Prerogatives 


Unemployment 


"—a word in 


! ise 


By GEORGE M. SLOCUM 


MORE BUM 
ADVICE! 


I sometimes won- 
der just how| 
much of a loss it, 
would be to this country if a few | 
of our best known business crys- 
tal-gazers were to retire from the 
public eye. The pity is we seem to 
forget so quickly that it is these 
same gentlemen who predicted a 
continuing prosperity and a busi- 
ness millenium just before the 
crash in 1929. 


* 


THAT GREAT boom-time in- 
vestor in Florida real _ estate, 
Roger W. Babson, let go a blast 
of bum advice in Boston this 
week, which unfortunately AP 
wires carried to many a news- 
paper. 

Along with a lot of other piffle, | 
he had this to say: “It is costing | 
too much to move goods. It would | 
be better for all concerned if some 
of the money now spent on adver- 
tising and selling were used to in- 
crease wages and dividends. Mass 
production must be met by mass 
consumption. This requires lower 
sales costs.” 

a a 


I IMAGINE THAT this blast 
will be carried in every labor and 
consumer research paper. in 
America this week. It deserves a 
front-page screamer head, “STOP 
ADVERTISING AND BOOST 
WAGES,” SAYS BABSON! Now, 
it should be apparent to every 
schoolboy, if not to a so-called 
economist, that for every dollar 
of curtailment in advertising and 
sales promotion which a corpora- 
tion could make, labor would lose 
not less than $1.000 in wages. Cer- 
tainly this would be true in the 
automotive industry where I doubt 
if the ratio of sales and advertis- 
ing expense to total labor costs 
from raw material to finished 
product is more than this. 


of 


* * 


ok 


IT IS JUST THIS sort of infor- 
mation which the radical element 
is hungry to get and, believe me, 
they will take full advantage of 
the fact that they quote the words 
of a man who appears before so 
smug a group of “Economic Roy- 
alists” as they will consider mem- 
bers of the Boston Chamber of 
Commerce to be. 


* 


* * & 

AS IF BABSON had not at- 
tempted enough damage in his 
first blast, he continued by mak- 
ing the statement that next year 
there would he a boom either in | 
the automobile industry or in the | 
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In This Corner 


The views expressed in this column are those of our readers 
and do not necessarily coincide with those of the editors. Readers 
are invited to use this space for voicing their opinions or ideas. 
Anonymous contributions will not be accepted but confidence will 


be observed upon request. 


English View 


Your leading article ‘Time 
Payments and Prices” in ADN of 
August 21, 1937, appeared to me 
to rather miss the point about 
extended payments. It 
seems to me that the funda- 
mental controlling factor in sell- 
ing an article on the “never- 
never” plan is the amount of the 


payment each month and not the} 


total payment to be made. There- 


fore, the sales prospects of any | 
article to be sold under extended | 


payment conditions depends upon 


om a | the amount of the monthly pay- 
building industry, because “people| ment demanded by the retailer, 


have not money to buy both.” which fixes the wage-class below | 


And then in a final punch below | which it is impossible to go in 


the belt, he says that he had a 
“hunch that before long people 
will see that a home and kids is 
better investment than a car and 
gas.” 


* * & 


ANSWERING HIM before the 
Cincinnati Ad Club that day, I 
said that the automotive industry 
would be the first to welcome a| 
genuine boom in the building’ 
trades, which would give all the 
impetus necessary to make an-' 
other banner year for the pas-| 
senger car and truck business. 
How does Mr. Babson think the| 
carpenters and plumbers and, 
decorators get to their work in 
the building trades? Or how are 
the materials delivered if not by 
motor truck? And where are the 
homes to be built if not in the 
suburbs, away from congested 
city areas? And, if that is true, 
how do the owners get to their 
new homes if not by automobile? 


<s 


AT A TIME when an entire na- 
tion is struggling to rid itself of 
unemployment and radicalism, a 
more serious menace to our dem-| 
ocracy than any threat of foreign 
war we have had in 100 years, 
just how do you list such advice 
and such advisors? Sometimes I 
wish we did have a dictator with 
a sharp toe on his boot!—G.MS. 


* 


the hope of effecting sales. 


It appears that, in America, car 
retailers have endeavored to jack- 
up sales by lengthening the pay- 
ment period and so reducing the 


monthly amount payable, this re- | 


duction bringing the car into a 
lower wage class. In other words 
a car sold for cash only would be 
available onlv to that class of the 
community having the required 
amount of cash available. In the 
example a car costing $1,000 was 
considered: there are relatively 
few people with a surplus of 
$1000. Hence this introduction of 
extended payments, each exten- 
sion of the payment period bring- 
ing the car into a lower wage- 
earning class and so increasing 
its sales prospects. 

From the figures printed in 
your article, a two-year period 
represents a total outlay of $1,120 
and a repayment of $47 each 
month. 

A one-year period represents a 
total outlay of $1,060 and a re- 
payment of $90 each month. 

It is evident that the reduction 
of the payment period increases 
the individual’s monthly payments 
by approximately 100 per cent 
and would result in a very sub- 
stantial reduction in the sales of 
that $1,000 car. If output was re- 
duced then costs would increase 


always | crease, 


{ 
| 
| 





and so a vicious circle of repay- 
ment period reductions, monthly 
repayment increase, sales reduc- 
tions, output reductions, manufac- 
turers cost increase, car price in- 
monthly repayment in- 
crease, etc., etc., would put the 
product off the market. Remem- 
ber that the wage increase is only 
about 12 per cent and any collec- 
tions of the repayment amount 
each month must absorb not more 
than this 12 per cent increase and 
that 12 per cent is probably al- 
ready absorbed by the general in- 
crease in the cost of living. 


This is an interesting topic, isn’t ; 
it, and I confess to feeling a little 


| dubious that I have written you 


on this subject, realizing that an 
Englishman cannot have any 
right to query an American’s 
comments upon this subject. I do 
feel there is the essence of truth 
in my argument, however! 


In conclusion, I am an engineer 
employed by one of your great 
motor manufacturers’ London of- 
fice and my job is to follow the 
world design and trend of de- 
velopment in automobiles. I have 
read ADN for seven years, and 
have kept all back issues from 
1935 onwards. Your Almanac is a 
really valuable reference book. 


I was interested to note that 
there will be two English cars at 
the New York show, the A. C. 
Acedes and Lagonda. I am won- 
dering whatever made the re- 
spective directorates take such a 
decision. The Lagonda is sup- 
posed to take its name from an 
American lake of that name; it 
appears to float these days, in the 
publicity value of its technical 
director, W. O. Benkley. The A. 
C. is almost unknown in this 
country and is a very expensive 
motor car of 16 h.p. (R.A.C. Rat- 
ing) the chassis sells for £350 
($1,750) and in salon form prices 
range about £500 ($2,500).—W. S. 
Ascough, Wallington, Surrey, 
England. 
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Onto Lansing / - for 


THE BIGGEST MOST EXCITING 
a DEALER EVENT IN 40 YEARS? | 


BACK IN 1907, Oldsmobile held the a 

first dealer convention ever sponsored i i 14 

by an automobile manufacturer. This +4 ‘ 
year Oldsmobile is staging a series , = iq : 

of dealer meetings in ‘Lansing that : j ae 





dialiepnmnnssnentinsttinn thant 


will surpass in size and interest 
any similar event in its history. In 
every section of the country, from 
Maine to California and from Can- 
ada to the Gulf, dealers are headed 
for Lansing—and a preview of the 
dashing new Oldsmobiles for 1938. 


Oldsmobile’s great series of 
dealer meetings begins Sept. 
16 and continues throughout 
the month. A thousand 
dealers and salesmen a day 
will see the new cars, lis- 
ten to 1938 selling plans 
and take deliveries of 1938 
demonstrators. Thus Olds- 
mobile dealers throughout 
all America will step out 
with a flying start for 1938! 


D. E. Ralston, General Sales Manager, 

Oldsmobile Division, General Motors Sales Corporation, 

Lansing, Michigan. 

I, too, am interested in stepping out with Oldsmobile for 1938. Please send me, jn confidence 
and without obligation on my part, complete information on Oldsmobile’s 1938 Cars, Sales 


Plans and Franchise. 


Name 


He MLD SMOBULE zizee’ 


IN S8TYLeE...PERBFOBMANCE...VALUE 


ee re ee ee ee ee ee 


re neene naneegeeee 
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F ord Opens School for Used Car Reconditioning 


Utah Court to Review — times es:|Service Men to Receive 
State Fair Trade Act |iicrstteiscs aussie ces Specialized Instructions 


is very great. The law affects all eaillneinasini 
SALT LAKE CITY.—Is the law;lon. Bradley said the association classes of business, whether re- (Continued from Page 1) 

passed by the Utah legislature| has taken the case direct to the tail, wholesale or manufacturing. newing cars to meet the rigid | pliances and painting materials. 
last February making price dis-| court itself because of the failure . La specifications of the Ford dealers Thousands of men will have 
crimination _ illegal unconstitu- | of the new trade commission of imiiieds Holds Motor R. & G. used car written guar-|completed the training courses 
tional? This question is to be| Utah to take what it considered FI Saf C , |anty. The school program also when the program of instruction, 
passed upon by the courts as a| | appropriate action promptly when eet atety Contest |ties in with the annual nation-| one of the most comprehensive 

wide used car clearance sale of|¢ver attempted in the motor in- 


result of a charge filed against|some other cases of infringement HOUSTON, Tex.—In an effort 
a local gasoline retailer who is! of the law were drawn to its at-|/to reduce accidents and to pro-|Ford dealers, in which a large dustry, is completed in the fall. 


accused of selling gas at 24c to/| tention. mote safety, especially among] percentage of the cars offered on 


one customer and a few minutes law gives a complaining|truck drivers, the Houston Safety;sale are in the renewed and ‘ - 
later charging another 22c a gal-| Pg the in to do this, ps Assn., with the co-operation of | guaranteed class. 13 District Heads 
lon, one pump being used t0/aiso the right, if he desires, of|!ocal automotive bodies, will) Newly developed devices used 
serve both patrons. | filing a claim for damages against sponsor a “Motor Fleet Safety/at the schools include steam To Attend De Soto 
The charge was filed against|the offender. The present charge|Contest” starting Oct. 1. pressure equipment for cleaning 
the operator by Frank Bradley,| is, of course, of a criminal char- Committee in charge has ar- metal parts, : special upholstery Trai ning School 
executive secretary of the Utah | acter only. ranged a program of activities in|cleaning fluids and _ brushes, 
Assn! of Petroleum Retailers, Inc.,| The act under which the charge| which all fleet operators will par-| vacuum cleaners, body bumping — 
this city, who hapened to be the) has been filed is the unfair prac-/|ticipate, and suitable prizes will| tools, welding apparatus, body DETROIT.—A _ week’s training 
customer paying the 24c a gal-'tice act, which is patterned after ' be awarded. and frame straightening ap-|school for 13 district managers 
: e : Seiad recently appointed by the De 
— Soto division of the Chrysler 
Corp. will open Sept. 20 in the 
Detroit Leland hotel. All the men 


who will attend have been added 
to De Soto’s field staff recently. 
The meeting will be opened by 
7 Ps D. M. Herrick, director of regions 
for De Soto, who is in charge of 


the week’s program. 


De Soto sales officials, headed 
by L. G. Peed, vice-president and 
J. B. Wagstaff, general sales 
manager, will appear on the pro- 
gram from day to day during the 
meeting. 


Among the men who will at- 
ial ‘ tend from out of town are: N. W. 
More a ow Venable and E. J. Hart from the 
Profits — 0e¢ . e Atlanta region; E. C. Andrews 
cars will sell faster A SY Profit outlook bright for 1938 from Boston; Byron - Wollfing- 
with the new, cy : . ton and W. A. Murray from Chi- 
richer- looking f —with new “Breathing Back” cago; Donn Edward Ricketts and 
“Breathing Back’ L. D. Jamieson from Cincinnati; 
Velvet : . . B. V. Parsons and A. A. Akins 
Mobaie | Mohair Velvet car interiors. ‘et, Som tiemmenaiie: & 6 Te 
Up and W. Schwenholt from New 
York, and C. E. Longenecker and 
James E. Alderman from Phila- 
delphia. 


Moorhead Elected 


More “Customer- Fs Less Servicing By W. Va. Dealers 


Advertising’... j Costs , s 
. - Because (Continued from Page 1) 


Pleased with the } the new “Bre 

smoother, more f ing Back” M —_ C. Harvey, Studebaker, Charles- 
comfortable ‘ Velvet U, hed “<7 - ton; Paul L. Layman, Dodge- 
“Breathing Back” 4 as handig oe Piymouth, Fairmont; A. X. Cam 
Mohair Velvet : me cle. Casy-f “soil and terbury, Buick-Pontiac, Beckley; 
Upholstery, your nm wy 577, em, se J. A. Thackston jr. Cadillac- 
vill ll - ok eee s S42ve€ your LaSalle, Huntington; I. R. 
customers will be if age ervice Depary. | (Windy) Hicks, Ford, Keystone; 
more people about ; ment Brief andex. | W. B. Woolf, Ford Keyser; Tram- 
your fine new cars. pense, mell Hollis, Chevrolet, Martins- 
burg; J. S. McClinton, Chevrolet, 
Parkersburg, re-elected; George 
C. Johnsen, Studebaker, Clarks- 
burg, re-elected; E. B. Hopkins, 
Sees Dan Sauna Wheeling, re- 

tioning Costs... ee 
‘8 Officers are: M. M. Moorhead, 
You will Figo : Ford, Charleston, president; H. 
mate used-car 2 B. Long, Chevrolet, Fairmont, 
ee aaa = losses due to repairs bi f vice-president; S. C. Catron, 
Better Used- -Car Bias to worn or soiled Aes f, Dodge-Plymouth, Beckley, vice- 
fits Trade- oy % : “i ee upholstery, because A <2 ; president; J. F. Willis, Dodge- 
Pro upholstered Ky ei the new “Breath- “T ee Plymouth, Bluefield, re-elected 
ims, — ing Back” Mohair f treasurer, and L. E. Rollins, sec- 


with ¢ the ace ‘ t tained 
g Back” Cs Velvet wears so retary-manager, retained. 


thin 

aa a V “ = well and keeps its ‘ 
higher ; “showroom com- <a ° 

will bring 918 ‘ ie| Ve es e\ \ Dinsmore, One of Oldest 


le prices. plexion.” , 
roan Studebaker Dealers, Dies 


SOUTH BEND.—Alonzo E. 

Dinsmore, 68, one of the oldest 

Studebaker dealers, who came 

from Pearisburg, Va., to South 

Bend for the sales convention, 

died in Epworth hospital last 

Thursday night. Mr. Dinsmore, 

e ° president of the Giles County 

Brighten YOUR profit outlook for 1938. - Motor Co., became ill early Thurs- 

day at his hotel and was removed 

a“ ° “ ° to the hospital where he died a 
SPECIFY “Breathing Back” Mohair Velvet few hours later. 

May 17 of this year, at a 

luncheon in Roanoke, Va., honor- 

Upholstery for all your 1938 Cars. ing Mr. Dinsmore’s 20th anni- 

versary as a Studebaker dealer, 

Paul G. Hoffman, president of 


COLLINS & AIKMAN CORPORATION... |Roeeeoc San 


recognition of his successful years 


200 MADISON AVENUE e¢ NEW YORK CITY with the company. 
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RATIO OF NEW CARS IN 
REDBOOK HOMES FOUR 
TIMES NATIONAL AVERAGE 


®@ Heavy buying of new cars by Redbook families 
is reflected in the findings of 9 independent research 
companies in a nation-wide check of car ages in 
2246 Redbook homes. 

Conducted in May, with peak selling months 
still to come, the survey showed every fifth car a 
1937 model. The car age analysis given below, to- 
gether with the substantial circulation gains made 
by Redbook, indicates a steady increase in the 
number of new cars being bought by Redbook 


families every year. 


AGE OF CARS IN REDBOOK HOMES 


19.9% OF THE CARS ARE 1937 MODELS 
28.0% 1936 MODELS 
1935 MODELS 
1934 MODELS 


1933 MODELS 


17.1% 
9.7% 
5.2% 
4.5% 
3.9% 
4.8% 
6.9% 


1932 MODELS 
1931 MODELS 
1930 MODELS 
1929 MODELS 


(or earlier) 


19.9% NOW OWN 


Thrown against the national average, the table 
further dramatizes the Redbook audience as a 


preferred market for automobile sales: 


With U. S. passenger car registrations showing only 
1 car in 20 to be a 1937 model—with this current 
survey showing 1 out of 5 Redbook cars a 1937 model 
—it can readily be seen that the new-car ratio in 


Redbook homes is 4 times the national average! 


These figures, supported by the fact that 19% of 
Redbook families are planning to buy new cars, 
point to the Redbook audience as a market where 
automotive advertising can pay its way. 

Also brought out by the survey are facts every 
sales-minded advertiser wants to know: makes of 
cars Redbook families plan to buy —influence of 
husband and wife in purchase of car—effect on 
sales of major advertising schedules in Redbook. 
George Nelson in the Fisher Building has details. 

In making plans to sell 1938 models, remember 
that with the lowest rate in the field, Redbook offers 
more circulation per dollar, more intense reading, 
and a greater proportion of news-stand sales to the 
fastest growing audience in the general monthly 
field. Advertisers can reach 1,117,578 Redbook 
families—representing a yearly market of well 
over 200,000 cars—for only $2.01 per thousand. 


1937 MODELS—19% ARE PLANNING TO BUY NEW CARS 


REDBOOK MAGAZINE 


SELL THE FAMILY, AND YOU SELL ALL 


FISHER BUILDING, DETROIT 


230 PARK AVENUE, NEW YORK 





AUTOMOTIVE DAILY NEWS, SATURDAY, SEPTEMBER 18, 1937 


Used Car Sales Stimulated with Guarantee Plan 





Used Car Sales Increase 
In San Antonio in August 


SAN ANTONIO, Tex.—A unit 
turnover of 99 per cent, a value 
turnover increase of 11 per cent, 
and a considerable reduction in 
stocks featured the movement of 
used cars here during August, it 
is reported by the San Antonio 
Automobile Trade Assn. 

A survey covering the reports 
of 19 member firms showed that 
market activity during August 
was 25 per cent better than it 
was in July, when the turnover 
reached 74 per cent. 

Stocks on hand at the end of 
July totaled 1,590 units, and dur- 
ing the following month 1,578 


1,391 units, a reduction of 209 
|units. Units sold in August last 
year totaled only 1,044, but repre- 
sented a percentage turnover of 
108 per cent. 

Total value of cars sold was 
$400,002, against $389,188 in the 
previous month and $291,113 in 
August last year. Average value 
|of cars sold in August was only 
$247 in August, however, as com- 
pared with $266 in July and $258 
in August, 1936. 

Average value of cars on hand 
at the end of August was $288, 
against $270 at the end of July 
and $286 at the end of August 





units were sold. At the end of 
August stocks on hand totaled 


last year. 


During the month 83 units, 


valued at $1,674, were junked by 
nine dealers, against 48 units, 
valued at $955, junked by five 
firms in the same period last 
year. 


Grand Rapids Salesmen 


Headed by Cudahy 

GRAND RAPIDS, Mich. — The 
Grand Rapids Automobile Sales- 
men’s club, recently organized, 
has elected Jack Cudahy as 
president. Other officers include 
W. H. Budd Leitch, vice-presi- 
dent; S. E. Collard, secretary, and 
Carl Richards, treasurer. 

The club now has a member- 
ship of 75 salesmen, representing 
15 local new car dealers. Each 
dealer is represented the 
board of directors. 


on 


Latest available registration figures 
appear twice weekly in Automotive 
Daily News. 


Where's the 


old two-horse 
surrey? 


OT so many years ago the two- 
horse surrey, with its swanky, 
fringed top, ranked as luxury 


transportation on the prosperous farm. 


Today it’s gone. 


Its passing marks a change in farming as 


with oratory or economic theory. But with 
hard-boiled, factual information of what 
farmers were doing with the new methods 


and new machinery. 


Today the change from old to new goes 


dramatic and sweeping as the introduction 


of the factory system... 


horse to power. 


Costs must go down. 


the change from 


on, if anything, even faster. 


Profits must go up. 


Modern farmers must know how to do it. 


And one advertising force 


Capper’s Farmer tells them in plain, dirt- 


helped speed the two-horse surrey, and all 


it symbolizes, to its grave. 


That force is Capper’s Farmer . . 


azine unique in publishing history. 


For years Capper’s Farmer preached the 


gospel of modern, power farming. Not 


farming language. 


Your motorcar and truck advertisements are 


. @ mag- 


chapters of that same story. In Capper’s 


Farmer they meet the understanding eyes of 


ahead.. 


more than one million modern. . 


. power-minded... 


. going- 
farm families. 


DYNAMIC COUNSELOR TO 1,080,000 MODERN FARMS 


lular rate,” 





Chicago Dealer Applies 
‘Profu-Sharing’ Principle 


By MEL ADAMS 


CHICAGOW—tThroughout the 
land, automobile dealers find that 
their own makes of cars account 

for 60 per cent 
or more of their 
used car stocks. 

In addition, 
they are faced 
with a public 
psychology of 
less confidence 
in used than in 
new cars. 

Thus did W. 
Earl Butler, 
president of 

W.E.Butler Butler Motors, 

Inc. Hudson- 
Terraplane distributor in this ter- 
ritory, preface his outline of a 
highly original plan whereby he 
is building greater prestige for 
used cars, along with increased 
sales. The author of the plan is 
one of the nation’s oldest and 
largest distributors, with 26 years 
on Chicago’s “auto row.” 


Known as the “One Year Used 
Car Guarantee Plan,” this un- 
usual merchandising and service 
idea is in effect an application of 
the profit-sharing principle with 
customers. And here is how it 
works: 


Every buyer of a Hudson or 
Hudson-Terraplane used car sell- 
ing at $100 or more receives both 
a reconditioned automobile and, 
at time of delivery, an owner 


| identification card. 


The value of the idenitfication 
card is that it entitles the cus- 
tomer to service at half price 
during the period of one year. 

“The owner is billed at the reg- 
explains Butler, “but 
when he comes to pay the bill, he 
presents his identification card, 
and 50 per cent of the amount is 
deducted. This applies to all me- 
chanical work done in the serv- 
ice department; in fact, to every- 
thing except gas, oil, greasing or 
new tires. Even new batteries 
come under the 50 per cent de- 
duction provision during the one- 
year period. Complete overhauls 
may be had on that basis. Re- 
pairs of damage from accidents, 
of course, are excluded.” 

All of his associated dealers in 
Cook County and most of them at 
other points in his territory, But- 
ler added, have adopted the plan. 
Like his own firm, they have ex- 
perienced beneficial results. 

“In the future, as in the past, 
dealers may as well expect to 
take in many more of their own 
makes of cars than of all others 
combined,” Butler continued. 
“This is a normal experience. 

“On the other hand, the dealer 
of a certain make of car often 
finds that it doesn’t sell as readily 
in his used car department as he 
would wish. This is undoubtedly 
due to the preponderance of such 
automobiles in stock. Sometimes 
the used car prospect can’t under- 
stand why there should be so 
many of them and so few of 
other makes by comparison. 

“All dealers, I am sure, will 
agree that some stimulus is re- 
quired to correct this situation. 
We have endeavored to solve the 
problem and believe we have the 
correct solution, not only for our- 
selves but for all franchised deal- 
ers regardless of what make of 
car they handle. 

“If it weren’t for the public’s 
attitude toward the condition 
cited, and toward the purchase of 
used cars in general, it would not 


Jobbers to Move 


NEW YORK.—Wheels, Inc., auto- 
motive jobbers in the New York 
area and headquarters for the Bendix 
Products Corp., announces that on 
Oct. 1 its Newark branch, now lo- 
cated at 234 Central Ave., will be 
moved to new quarters in the build- 
ing formerly occupied by General 
Motors Truck, on Warren St. 








be advisable to offer what in ef- 
fect is a bonus to the customer 
when he buys a used car of the 
dealer’s own make. However, 
every dealer, we believe, is faced 
with the problem of moving his 
own make of used cars faster and 
more easily than has been his 
experience in the past.” 

Still another help, acording to 
Butler, would be a more favorable 
attitude by finance companies 
toward the used car purchaser 
who, he contends, is today su- 
jected to discrimination in com- 
parison with the buyer of a new 
car in the matter of terms. 


Mich. Plans Minor 
Change in Vehicle 
Registry System 


LANSING.—A change in the 
system of automobile title reg- 
istry is planned by the Michigan 
department of state in an effort 
to clear up frequent owner con- 
fusion as to the whereabouts of 
car titles. 

According to Bernard J. Young- 
blood, deputy secretary of state, 
the department will hereafter 
notify title applicants whenever 
a title is issued. If the title is to 
be sent to the owner of the car, 
the certificate will be the notice. 
If the title is to be sent else- 
where, notice that it has been 
issued and to whom it has been 
sent, will go to the owner of the 
car. 

In many cases an owner who 
has purchased his cars through 
a finance company and has the 
deal engineered by a salesman, 
doesn’t know who holds the title, 
and often wonders why he 
doesn’t receive it, Youngblood 
said. 


ADN has over 200 correspondents 
in strategic points throughout the 
United States and the world, to keep 
its readers in step with march of 
events throughout motordom. 
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NON-SKID 
CHAINS... 


LAST LONGER WITH NICKEL 


The biggest safety hazards with 
trucks and buses are ushered in 
when ice, snow and sleet coat the 
pavements. To improve traction 
under such conditions, these vehi- 
cles for many years have been 
fitted with skid chains. But be- 
cause of the abrasion and breakage 
due to severe impacts, it has al- 
ways been a problem to keep these 
chains in good condition. Recently, 
three of the leading skid chain 
manufacturers have experimented 
with chains made from case-hard- 
ened Nickel Alloy Steels. Field 
tests conducted last winter proved 
that the Nickel steel chains av- 
eraged double the life of conven- 
tional chains, not only because of 
better wear-resistance, but because 
the Nickel steel having superior 
toughness and shock resistance 
could be worn 
much thinner 
before breakage 
would occur. 


THE 
INTERNATIONAL 
NICKEL COMPANY 
INC. New York, N.Y. 
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One kind 


of advertising 


you can afford 


Ir is hardly worthwhile to 
prospect at random for custom- 
ers when known veins of buy- 
ing power can be mined at low 
cost. 

New car advertising that pays 
out best for the factory is the 
kind that assays highest for the 
dealer. 

New car selling is retailing— 
selling individual buyers in local 
markets. As such, it requires 
localized promotion in the 
newspaper—the mainstay of 
retailers. 

The newspaper circulates 
where prospects and purses are 
thickest. It produces volume re- 
sponse where the dealer can cash 
in on it. 

No other advertising medium 
equals the newspaper's proved 
capacity to sell goods. No other 
circulation dovetails more flexi- 
bly into selling. 

Localized advertising in the 
Chicago Tribune is the most 
productive advertising you can 
buy to sell cars in Chicago. 


Through the Tribune alone 
you can reach practically as 
many families in metropolitan 
Chicago as can be reached 
through any two other Chicago 
newspapers combined. 

Tribune circulation permeates 
this market completely—reach- 
ing all classes of buyers, re- 
gardless of income, age or social 
status. 

Only the Tribune reaches the 
majority of metropolitan Chi- 
cago’s families. Its readership 
makes up Chicago’s largest 
newspaper audience, and repre- 
sents virtually the entire Chi- 
cago market for both new and 
used cars. 

Tribune advertising is low- 
cost advertising. Per hundred 
thousand circulation, Tribune 
rates are among the lowest of 
all publications in America. 


Chi Crib 
THE WORLD'S GREATEST NEWSPAPER 
TRIBUNE TOWER, CHICAGO 
220 E. 42ND STREET, NEW YORK 
5-167 GENERAL MOTORS BLDG., DETROIT 
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NADA Survey Reveals Car Sales 104% Over 36 





‘Public Enemy’ Contest Sells 
48 of ‘Toughest’ Used Cars 


CAMBRIDGE, Mass.—Joe 
Hughes, president of Hughes Mo- 
tor Mart, Inc. (Pontiac) here, has 
some sharpshooting “G-men” of 
his own who cleaned out 48 of the 
worst “public enemies.” that 
Hughes could find around the 
Harvard seat of learning. 

Here’s how it happened: 

Hughes conceived the idea of a 
“Public Enemy Contest” for his 
sales force. It was a drive on the 
oldest and hardest moving used 
cars in stock. The contest was 
held from July 15 to Aug. 15. 

As Hughes said in a letter to 
S. C. Bray, Pontiac sales promo- 
tion manager, “The chief value 
of our Public Enemy contest was 


tH!) a 
ia i 





in its picturesqueness combined 
with the fact that it centered the | 
attention of the entire sales force | 
on the tough babies, and through | 
bonuses it was well worth while 
for salesmen to work harder on 
the more difficult cars.” 

Results of the contest were 48 
used cars sold during the period, 
including four cars traded in last 
fall and winter; eight cars over 
90 days old; 10 cars over 60 days 
old; nine cars over 30 days old | 
and the 17 cars which were cur- 
rent trades. 

The contest followed closely the 
methods of the federal govern- 
ment’s G-men when they started | 
to clean up gangsters, labeling | 
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The famous “Phantom of Procrastination” will join with 
Horace Heidt and his Alemite Brigadiers over a coast-to- 
coast radio network to tell every listener in your com- 
munity that it’s time to get ready for winter with Alemite 


Triple Safe Lubrication. 


Big, striking color pages in The Saturday Evening Post 
will take up the story, sending motorists to YOU for 
Alemite Triple-Safe Lubrication. 
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the worst racketeer at large as 
public enemy number one, the 
next worst as number two, etc. 
As soon as number one was cap- 
tured or killed they 
number two into the top spot and 
so on down the line. 

Hughes handled his contest the 
same way. The oldest car in 
stock was labeled public enemy 
number one. Number two was the 
next oldest car and so forth 
through the entire used car stock. 

Public enemy cars one to ten 
carried bonuses in addition to 
regular commissions. Number one 


| had a bonus of $15. The next four 


cars $10 each and the last four 
of the first ten, $5 bonus each. 
As fast as any of these cars 


|were sold the cars below moved 


up the line and were given the 
bonus which their new position 
called for. 


make your customers 
Alemite Winter Gear Lubricant 
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CAR FACTORIES 
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Tie in with this com- 
lete, new dynamic 
selling plan. Make 
yourself a lot of 
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TON UP YOUR OVERCOAT” 
(j tb fo \ 


WARN: ‘Change Geat Lubticanf every 


DETROIT. — Retail automobile 
|sales for the first six months of 
| 1937 show a steady upward climb, 
|being 104.66 per cent of the first 
six months in 1936, acording to 
the National Automobile Deal- 
ers’ Assn. The report is based 
|}upon analysis of the retail opera- 
|tions of 649 automobile dealers 
|}handling all makes of motor ve- 
hicles from all sections of the 
United States. 

Combined total dollar volume 
of retail sales (all departments) 
of the reporting dealers for the 
first half of 1937 amounted to 
$165,578,821 as compared to $158,- 
210.599 for the same period in 
| 1936. 


Total 





operating expenses 


aware that it’s time to change to 


for cold weather. 
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EXTRA profits this season by doing a real merchandising 
job, with Alemite’s powerful new dealer helps! The weeks 


}same date 





‘Report on First Half Shows 
| Rise in Used Car Rates 


promotéd | 


jumped in 1937 being 111.44 per 
cent of the first six months in 
1936. These rising costs of doing 
business more than offset the 
sales gains with the result that 
operating profits for the first 
half of the current year in per 
cent of total sales was only 3.36 
per cent as compared with 3.60 
per cent in the same period of 
1936. 

Total operating profit for the 
reporting dealers for the first six 
months of 1937 was $5,559,236 as 
compared to $5,688,988 in 1936, or 
97.72 per cent. Due to clean-up 
sales and over-trading on used 
cars operating profits generally 
are considerably less in the latter 
half of the year. 

New motor vehicles on hand 
June 30, 1937 were only 94.59 per 
cent of the total on hand the 
in 1936. The actual 
new units reported by these deal- 
ers were 17,560 as compared to 
18,565. This is an average of 27 
new units per dealer as against 29 
last year for the same date. 

Used motor vehicles on hand 


;} June 30, 1937 were reported as 


29,920 compared to 28,080 the 
same date in 1936, or 106.55 of the 
1936 figures. Average unit used 
car stock per dealer was 46 as of 
June 30, 1937 or about 30 days 
supply. 

These reporting dealers. sold 
104,727 new motor cars and trucks 
and 183,849 used motor vehicles 
during the six months period end- 
ing June 30. This is an average 
sale of 161 new and 283 used mo- 
tor vehicles per dealer. 

The sales ratio of used cars 
per new motor vehicle for the 
first six months was 1.76:1 as 
compared to 1.70:1 in the same 
period of 1936, or an increase of 
six-tenths of one per cent. 

The average sales of these re- 
porting dealers indicate that they 
represent a group of better than 
average dealers and_ therefore 
these figures would require revi- 
sion downward in reaching con- 
clusions relative to the operations 
of entire automobile retailing 


group. 


Studebaker Plans 
Fourth Conclave 


For Dealer Body 


SOUTH BEN D.—Studebaker 
Corp. is planning a fourth sales 
convention for Sept. 22-23, which 
is in addition to the three held 
at the plant recently, according 
to George D. Keller, vice-presi- 
dent in charge of sales. 

The conclave will accommo- 
date an increased number of 
dealers who have signified their 
intention of attending the ses- 
sions. Business meetings, tours of 
inspection, demonstrations of car 
durability, luncheons, and enter- 
tainment have made up the pro- 
grams for the meetings. 

The feature of last week’s 
meeting for the dealers was the 
address of Paul G. Hoffman, 
president of the corporation, who 
told of the plans of the corpora- 
tion for the dealer program dur- 
ing the coming year. 


Car Death Total Raised 


just ahead can be your biggest weeks of the year. The 
business is there if you’ll go after it! Get all the facts from 
your Alemite Distributor. Phone him today! Or write us! 


To Nearly 6,000 to Date 
WASHINGTON. — Automobile 


You'll like the new “custom-tailored” direct selling plan 
with mailing pieces which provide for your own special 
deals, plus hand-outs, banners—everything you need to 


ALEMITE —A Division of Stewart-Warner Corporation 


1878 Diversey Parkway, 


Stewart-Warner-Alemite Corporation of 


ALEMITE 


REG, U. S. 


PAT. OFF. 


Chicago, Ilinois 
Canada Ltd., Belleville, Ontario 


WORLD’S LARGEST MANUFACTURERS OF LUBRICATION PRODUCTS 


—_ 
~ 


Enjoy Horace Heidt and his Alemite Brigadiers every Monday evening, over Colugnbia Coast-to- Coast Network. See local papers for time of broadcast. 





deaths in 119 major cities last 
week totaled 177, two less than 
the corresponding week of last 
year according to the bureau of 
the census. 

Fatalities in the 119 cities dur- 
ing the first 36 weeks of 1937 to- 
taled 5,949 compared with 5,370 
for 1936, an increase of 11 per 
cent. 


ADN’s editorials present an au- 
thentic interpretation of news vital 
to the industry. 
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Your Customers Show You 
Where Your Advertising Will 
Sell More 1938 Models 


Tr] ADVERTISING which will introduce your 


1938 models to a waiting America at the 
National Automobile Show in New York is 
probably well into production right now. The 
next step is to place it where it will do the 
most good. 

When you get around to that, keep in sight 
this important fact—The New York Times is 
the preferred newspaper of more of your prospec- 
tive customers than any other 
New York newspaper. 

Your own sales should tell 
you this is so. And as another 
check, impartial surveys among 
those who bought new cars 


last year and this year show 


Three Big Show Dates 


For Automobile Advertisers 


October 24 —The New York Times Automo- 
bile Show Section—an annual feature of Show Week— 
news, pictures, special articles recognized all over the 
country as the last word on the new cars. 


October 27—Opening of the Show—news and 
pictures of the new models will be prominently fea- 
tured, occupying a group of several pages. 


that more new-car purchasers in the New York 
market prefer The New York Times than prefer 
any other newspaper. 

The reason for this, of course, is found 
in the fact that The Times reaches more intelligent, 
prosperous, above-average families than any other 
New York newspaper. And these families, able 
to afford new cars, are naturally the first to 
respond to new-car advertising. 

Inevitably, therefore, The 
Times should be in top place 
on your New York schedule 
—because The Times offers a 
greater market for selling your 
1938 models than any other 


medium in New York. 


October 31—Sunday of Show Week—automo- 


bile news and advertising will be grouped to form a 
special division of the widely read Resort, Travel and 
Automobile section of The Times. 


Che New York Times 


‘All the News That’s Fit to Print” 


FOR GREATER NEW-CAR SALES IN 1938—CONCENTRATE IN THE NEW YORK TIMES 
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Automotive Exports Hit 7-Year High in First Half 





Buick Dealers Will Get 


Previews 


in Key Cities 


FLINT.—More than 2,800 Buick 


dealers and thousands of salesmen 
will hold meetings next week in 
20 key cities throughout the coun- 
try to preview the new 1938 Buick 
cars and hear manufacturing, 
sales and advertising plans for the 
coming year discussed. 


In previous years many dealers 
have made pilgrimages to the fac- 
tory here to 
models, but because of engineer- 
ing developments in the new 1938 
Buick cars, a 100 per cent sales 
attendance was desired this year 
and the district meetings were de- 
cided upon. The meetings will be 
held from Monday through Fri- 
day, scheduled as follows: 

Monday, Sept. 20, Buffalo, Cleve- 


land, Atlanta, St. Louis and Los 
Angeles; Sept. 22, Philadelphia, 
Pittsburgh, Minneapolis and Dal- 
las; Thursday, Sept. 23, Boston, 
Chicago and Portland, Ore.; Fri- 
day, Sept. 24, New York, Denver, 
El Paso and Flint. 

Harlow H. Curtice, Buick presi- 
dent, will attend the meetings in 


Boston and New York, with the 
following executives attending the 
sessions designated: W. F. Huf- 
stader, general sales manager, Los 
Angeles, New York, Kansas City, 
Minneapolis and Chicago; C. A. 
Chayne, chief engineer, Cleveland, 
Cincinnati, Pittsburgh and Flint; 
T. H. Corpe, director of advertis- 





learn about new /Buffalo, Washington, Philadelphia, | 





ing and sales promotion, Atlanta, 
Memphis, Dallas and El Paso; 
Arthur Kudner, head of the Buick 
advertising agency, Cleveland, 
Cincinnati, Pittsburgh, Boston and 
New York. 


A long distance telephone hook- 
up will enable Curtice and Huf- 
stader to address all of the meet- 
ings, although each executive will 


| be able to attend only one meet- 


ing a day. Their talks before the 
one meeting each day will be 
broadcast by telephone to all 
other meetings held that day, and 
amplified through loud speakers. 
On Monday, for example, Cur- 
tice’s address before a_ dealer 
meeting in Buffalo will be broad- 
cast to similar dealer meetings 
held simultaneously in Atlanta, 
Cleveland, St. Louis and Los An- 
geles. An address by Hufstader 
before the Los Angeles meeting 
will go simultaneously to the 
meetings in other cities. 





ubstitutes 


LIBBEY-OWENS:-FORD GLASS 





.|Valuation of $1i $182,861,676 


Exceeds ’36 


WASHINGTON. — Continuing 
the steady improvement that has 
marked the automotive export 
trade since 1933, shipments of 
passenger cars, trucks, buses ana 
miscellaneous automotive prod- 
ucts attained a valuation of $182,- 
861,676 during the first six months 
of the current year, according to 
figures compiled by the depart- 
ment of commerce. 


This, it is pointed out, repre- 
sented an increase of 32.2 per 
cent over the figure of $138,230,340 
recorded in the corresponding 
months of 1936, and was 62.9 per 
cent above the total of $112,248,139 
attained during the last six 
months of that year. 


Automotive exports during the 


@ A washtub with a trailer would be an unsafe and uncomfortable 
substitute for a yacht on an ocean cruise. And in motor cars there is 
NO real substitute for Safety PLATE Glass. It provides the same feature 
of greater protection to driver and passengers as ordinary safety glass 
PLUS clearer vision—consequently less eyestrain and fatigue. For 
Safety PLATE Glass is free from waviness and distortion and, besides, 
adds an air of distinction to the car. When car owners come in for 
glass replacements, you owe it to them and to your reputation for 
reliable, conscientious service to put in Safety PLATE Glass again. 


Your ear owners look for quality in both workmanship and materials 
in the repair jobs that you handle. That’s why it’s to your best interest 
to replace broken or cracked glass with L-O-F Safety PLATE Glass— 
it enjoys the confidence of millions and is used by many manufacturers 
as original equipment. 


You can obtain prompt service for these jobs from your local L-O-F 
Glass Replacement dealer. You will probably find him listed in the 
yellow pages of your telephone directory. 
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Total by 32% 


January-June months exceeded 
those of any corresponding period 
since 1930 when the valuation was 
placed at $195,768,844, it is stated. 


Compared with the first half of 
1936, the value of passenger car 
exports improved by 27.6 per cent 
($57,224,006 and $73,047,247). The 
general character of the improved 
demand in all price classes is 
shown by the following compara- 
tive table: 

Price 
Class 
Not over 
$850 
$850-1200 
$1200-2000 1,503 


1937 
Number 


1936 
$ Value Number § Value 
112,404 $60,867,415 

8,900 8, 171 


92,042 $47,749,382 
6,864 6,60 
2,319,654 1,059 1,552,448 
Over $2000 544 1,424,007 508 1,317,122 

Totals 123,351 $73,047,247 100,473 $57,224,066 

As in the first half of 1936 the 
Union of South Africa and Aus- 
tralia represented the two leading 
countries of destination for Amer- 
ican passenger cars during the 
January-June period of the pres- 
ent year. Both countries were 
lower in number of units, al- 
though the valuation to the Union 
of South Africa was slightly 
higher than in 1936. Belgium took 
over third place with 10,557 units 
worth $6,048,095 as against 5,743 
and $3,290,126. 


Canada was in fourth position 
with 9,240 and $6,350,585 as com- 
pared with 4,179 and $2,821,246, 
and Sweden was in fifth place 
with 8,438 and $4,768,249 as com- 
pared with 6,487 and $3,534,456 
during the first six months of 
1936. 


Truck demand was especially 
good during the period under re- 
view and shipments showed an 
increase of 47.6 per cent as they 
advanced from $29,083,841 to $42,- 
949,090. Comparative demand dur- 
ing the six-month periods was as 
follows: 


Capacity 
Class 


1937 1936 
Number $ Value Number Pay 


|} Under 1 ton 


1-1% tons 
1%4-2% tons 
Over 2% ton 
Bus Chassis 
Totals 


5,456.21 

2,346,161 
690,047 

1,083,841 


7,660 
3.191 5, 1,690 
804 610.581 1,585 


76,249 42,949,000 57 


10.456 
718 2! 


Japan, with purchases advanc- 
ing from 4,529 and $1,517,912 to 
7,040 units worth $2,629,118, occu- 
pied the position as the first most 
important purchaser of trucks 
during the first half of 1937. Bel- 
gium was in second place with 
4,929 and $2,058,348, moving from 
eighth position which it occupied 
in the same months of 1936. Ar- 
gentina held third place with 4,050 
units valued at $1,931,174 as 
against 2,099 and $856,239, fol- 
lowed by Mexico and British India 
with purchases of 4,016 units and 
$2,874,188 and 3,916 units worth 
$1,551,711, respectively. 

Exports of miscellaneous auto- 
motive products were valued at 
$66,865,339, an increase of 28.7 per 
cent over the $51,922,433 reported 
for the first six months of 1936. 
Purchases in all classes, except 
trailers, motorcycles, and motor- 
cycle parts and acessories were 
substantially improved. The fol- 
lowing gives the comparative pur- 
chases in the miscellaneous group 
for the first-half of 1936 and 1937: 


$ Value '37 $ Value '36 
5,386,401 3,420,574 
30,608,863 25,436,525 
21,567,465 15,800,366 
2,421,566 1,910,926 
3,350,800 2,192,941 
580,784 699,087 
441,697 621,009 
134,650 155,145 
586,622 347,313 
1,228,466 897,738 


Classification 
Automobile engines 
Parts for assembly 

Parts for replacement 
Accessories 

Service appliances 
Trailers 

Motorcycles 

Motorcycle parts and acc. 
Motorboats 

Int. combstn. marine eng. 


3 Chicago Salesmen 


Head Chevrolet Club 


CHICAGO.—As a reward for 
their 1936 records in leading the 
nation in new and used car sales, 
three salesmen of Chicago, all as- 
sociated with the Nelson Chev- 
rolet Co., have been elected as 
officers of the Chevrolet 100 Car 
club. They are L. R. Wachlin, 
president; M. N. Zemel, vice-presi- 
dent, and G. L. Carlat, secretary. 





Car is Second in Village Families’ Expenditures 


AUTOMOTIVE DAILY NEWS, SATURDAY, SEPTEMBER 18, 1937 


88 Out of 100, With Income 
Of $750 or More, Own Car 


WASHINGTON.—The automo- 
bile is second to food in the finan- 
cial life of Pacific Coast village 
families, acording to tables just 
compiled by the bureau of home 
economics of the U. S. depart- 
ment of agriculture under Dr. 
Louise Stanley. 

Twenty-four California, Wash- 
ington, and Oregon villages were 
tabulated according to the fa- 
miliar columns of the household 
accounts book, as part of a fam- 
ily expenditure study for 19 small 
cities, 140 villages and 66 farm 
counties in 24 states, scientifi- 
cally selected to be typical of the 
entire United States. 

From detailed spending rec- 
ords furnished by approximately 
1,500 in all occupational groups, 
and income classes from $3,999 a 
year on down to, but not includ- 
ing the group that had been on 
relief at some time during the 
survey year of 1935-36, it was 
learned: 

That 88 out of every 100 fami- 
lies, receiving a yearly income of 
$750 or more, owned an automo- 
bile. 

That the automobile appeared 
to be almost the only means of 
transportation for these families, 
expense for other travel averag- 
ing under 50 cents a month in 
the majority of occupational and 
income classes. 

That in the lowest income 
groups, these families spend 
more for food and housing, and 
sometimes more for clothing than 
for automobile, but as soon as 
wage earners’ families attained 
an income of $1,000, clerical 
workers’ $1250, and business and 


Anti-Closed Shop 
Decision Is Given 


New Application 


NEWARK, N. J.— The Chan- 
cery court decision here in July, 
holding closed shop _ contracts 
illegal and unenforceable, should 
be understood as applicable only 
to a situation where there is a 
broad move toward monopoliza- 
tion of labor, it was stated here 
this week by John O. Bigelow, 
vice-chancellor, who filed an 
opinion Tuesday declaring that 
unions have a legal right to 
strike and picket New Jersey in 
pursuit of a closed shop. 

In a case attracting nation- 
wide attention, Maja Leon Berry, 
vice-chancellor, filed an opinion 
July 20 restraining pickets on the 
ground the closed shop contract 
they sought was illegal and that, 
therefore, all acts in support also 
were unlawful. 

Bigelow’s ruling this week de- 
nied the application of the Four 
Plating Co. here to restrain 
picketing by members of the 
Metal Polishers, Buffers and 
Electro Platers’ Union, Local 44. 
The union seeks a closed shop 
contract. The vice-chancellor com- 
mented on Berry’s opinion in his 
decision and pointed out: 

“The opinion does not state 
the surrounding circumstances, 
but from the citations in it, I as- 
sume that the strike * * * was 
but an incident of a broad move 
toward monopolization of the la- 
bor market and that his words 
should be understood as ap- 
plicable only to such a situation.” 


Named to Board 

BUTLER, Pa.—Fred A. Hahn of 
Chattanooga, Tenn., and Dean B. 
Copeland of Butler, have been named 
to the board of directors of the 
newly organized Bantam Car Co., 
R. S. Evans, president of the com- 
pany has announced. The announce- 
ment said manufacture of midget 
ears in the factory, formerly oper- 
ated by American Austin Co., would 
begin shortly. 


professional workers’ 
automobile takes 
after food. 


That these families, taken as a 


$1,500, 
second place, 


whole, spend more on the family | 
main | 
| $173 for housing, etc. 


car than on any other 
group of items except food. 

In a similar analysis of 33 vil- 
lages of North and South Caro- 


lina, Georgia and Mississippi, the | 
$194 


automobile occasioned a smaller 
outlay than food, clothing, hous- 
ing, or running the house, even 
in the higher income groups. In 
both sections, however, automo- 
bile expense went up more rap- 
idly than other items as income 
rose. 


In the Washington and Ore-| 
analysis | 


gon villages, another 








showed average annual income of | 


Dodge F wees Will Meet i 


the business and _. professional 
workers’ families to be $1,914; 
clerical workers’ families, $1,508; 
and wage earners, $1,131. An anal- 


such incomes were spent: 
Business and_ professional 
workers’ families receiving be- 
tween $1,750 and $1,999 spent an 
average of $488 for food; $238 for 
automobile; $154 for clothing; 


Clerical workers’ families re- 
ceiving between $1,500 and $1,749 
spent an average of $444 for food; 
for automobile; $142 for 
clothing; $147 for housing; etc. 

Wage earners’ families receiv- 
ing between $1000 and $1,249 in- 
come spent an average of $361 for 
food; $139 for automobile; $86 for 
clothing; $117 for housing; etc. 

Only native white families hav- 
ing both husband and wife were 
included in the study. 


DETROIT.—The Dodge division 
|of Chrysler Corp. is holding a 
series of fall meetings, at which 
factory officials will meet with 
|dealers for a review of 1937 ac- 
|tivities and for advance discus- 
sions of plans relating to the ap- 
| proaching season. Advertising and 
sales policies, new and used car 
|merchandising practices are in- 
|}cluded in the programs of the 
meetings. 

Principal speakers at the gath- 
|erings will be Forest H. Akers, 
|sales director; Emerson J. Poag, 
|merchandising and _ advertising 
| director; W. M. Purves, assistant 
|general sales manager; J. D. 
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| To Discuss 1938 Plans 


|ysis of expenditures shows how | 
the | 


Burke, truck sales director and 
D. T. Stanton. 

The conference circuit will com- 
prise 26 of the larger cities, the 
first of the gatherings being held 
in Detroit, Friday, and the last 
one in Denver, Sept. 29. 

At each of the meetings the 
dealers will be given an opportu- 
nity to preview the 1938 Dodge 
models, samples of which are be- 
ing shipped to the various meet- 
ing points. 

The previews will not be oc- 
casions for the release of tech- 
nical details of the new cars; 
these, it is learned, are being 
withheld until the information is 
released simultaneously. 


NEW HUPMOBILES FOR 1938! A Six and a Custom Six—each on a 122” wheelbase, each powered by another famous Hupp engine 


of 101 hp. A bigger, more luxurious Custom Eight—on a full 125” wheelbase, with a rugged 


, responsive, 120-horsepower, eight-in-line 


engine. Smooth, flashing performance and owner-satisfying economy reach new highs in these brilliant new Hupps. Safe, all-steel 
bodies, double-action hydraulic brakes, extra-roomy interiors, spacious luggage compartments, and super-width doors feature all models. 


AKE a thirty-year-old reputation for advanced, sound engineering, 

fine, precision manufacturing and recognized, in-built quality — 
(“Hupp Has Always Built A Good Car!”). Add to it the most pronounced 
owner loyalty in the automobile industry plus inherent distinction in 
the product that always means pride of ownership. Then take two 
great engines—a 101-horsepower Six and a 120-horsepower Eight. Put 
them in sturdy, well-built chassis with wheelbases of 122” and 125”, 
respectively. Add beautiful, all-steel bodies that complete an over-all, 
modern design of distinguished grace and smartness—and you have the 
1938 HUPMOBILES .. . the finest cars Hupp has ever built! 


Already these handsome, new Hupmobiles have received an enthusiastic 
welcome from the trade and motoring public alike. Big things are in store 
for the dealers who sell them. If there is not yet a Hupp dealer 
in your territory, write to W. A. MacDonald, Vice President and 


Director of Sales and get the whole story about Hupp’s sales poten- 
tials, exclusive territories, friendly policies and high gross profits. 


STEP UP YOUR PROFITS WITH HUPP. 


HUPP MOTOR CAR CORPORATION, Detroit, Michigan 


HUPMOBILE 


TIER 


YOUR PROFITS 


aU 





Wider Profit 


To Balk 


CHICAGO. — Unreasonably low 
prices, narrow margins and un- 
balanced discounts have been the 
inspiration for some of the new 
business legislation on the books, 
is the contention of the Motor 
and Equipment Wholesalers’ Assn. 
in a discussion of the need for a 
wider margin of jobber profit in 
the current issue of the MEWA 
Times. 

“So long as an industry will not 
act to correct its own problems,” 
the article adds, “it can expect 
more legislation even more com- 
pelling in character.” 

Elaborating upon the special 
woes of automotive jobbers, the 
official organ of the association 
states: 

“Today, with very little reserves 
remaining in the price structure, 
additional burden is put on both 
manufacturer and jobber. It is of 
many types, cumulative in effect, 
and attacks gross profit from 
many angles. 

“Prominent among the profit 
eaters are a general increase in 
the cost of doing business, higher 
salaries to employes, higher cor- 
porate taxes, unemployment in- 
surance, and old age_ security 
payments. 

“In a situation of this kind the 
jobber, to a great degree, is 
powerless to protect himself. He 
must pay additional costs out of 
gross profit, but without manu- 
facturer co-operation he cannot 
provide the additional margin 
necessary to meet this new 
burden. 

“Manufacturers and jobbers 
share in the determination of 
profit margin just as they share 
in the successful marketing of 
merchandise. Recent unusual 
years and competitive conditions 
have reduced profit margins to 
the danger point. Self preserva- 
tion on the part of the manufac- 
turer, when he sets the prices, 
has contrived on occasion to make 


New Employment 
Peak Is Seen for 
Toledo Industries 


TOLEDO.—Industries in Toledo 
are expected to reach a new peak 
in activity in the final quarter of 
1937. 

The Doehler Die Casting Co. 
will employ 2,000 or more work- 
men at its Toledo plant, as con- 
trasted with a previous high 
mark of about 1,500 employes. 
Considerable new machinery has 
been installed in both the Toledo 
and Pottstown (Penn.) plants in 
anticipation of a big volume of 
automobile parts business on new 
models. 

Willys-Overland Motors, Inc., is 
planning an increase in its pro- 
duction and working force this 
year. It will probably reach a 
peak of 6,500 employes, as con- 
trasted with the 4,500 who worked 
during the current season. 

Libbey-Owens-Ford Glass Co., 
Electric Auto-Lite Co., Spicer 
Mfg. Corp., Champion Spark Plug 
Co. and many of the stamping 
plants have indicated a capacity 
production for the last three 
months of the year. 


Rim Inspections Up 
30 Per Cent in Aug. 


CLEVELAND. —Inspections of 
tire rims during month of August 
increased 30.4 per cent over same 
month last year, making the total 
for first eight months 14 per cent 
higher than same period in 1936, 
acording to Tire and Rim Assn., 
Inc. 

Total August inspections were 
1,342,945, compared with 1,702,105 
in preceding month and 934,595 in 
August, 1936. Total for first eight 
months current season were 15,- 
958,223 inspections as against 13,- 
723,986 in same period last year. 


Urged 
Legislation 


matters more difficult for the 
jobber. In _ addition, potential 
volume has been less and the unit 
sale has gone down, all of which 
has decreased net profit by in- 
creasing costs.” 





New Ill. Driver Law 


Praised by Barrett 
CHICAGO.—Illinois has found 
a better regulatory solution for 
driver problems than even a 
driver’s license law, Carl A. Bar- 
rett, president of the Illinois 
Automobile club, pointed out this 
week in citing the Lewis injunc- 
tion act as a law worthy of 
emulation by other states. 
The advantages of the Lewis 
act recently passed by the state 
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legislature, as outlined by Bar- 
rett, are that it gives courts the 
right to prohibit any driver from 
operating his car for a period up 
to one year on one or more on 
three counts: driving while under 
the influence of intoxicating 
liquor or narcotics, reckless driv- 
ing, or leaving the scene of an 
accident. It also permits fines or 
imprisonment or both if the 
judge considers the nature of the 
offense warrants. 


Auto-Light Undertakes 
To Expand Facilities 

TOLEDO. — Approximately $1,- 
500,000 has been spent in the last 
three months in the expansion of 
manufacturing facilities in var- 
ious plants of the Electric Auto- 
Lite Co., according to R. G. Mar- 
tin, president. 

The expansion, Martin said, is 
being undertaken to care for an 
increased volume of business. 


THE 


Control 


OF RURAL 


Hamulres sesces 


rank front and 


center 


in your profit opportunity 


UNDREDS of rural dealers like those 
quoted here have, without knowing what 
lists they were examining, studied Coun- 

try Gentleman’s subscription lists for their 
communities. Their comments are convincing 
evidence that Country Gentleman’s Control 
Families rank front and center in today’s profit 
opportunity. 

If you were to examine Country Gentleman’s 
subscription list for your community, you, too, 
would find that Country Gentleman’s Control 
Families rank front and center in your own profit 
opportunity. 

The 1,600,000 Control Family readers of 
Country Gentleman are a hand-picked prospect 
list for automotive dealers. Their need for auto- 
motive equipment is definitely above average. 
Their ability to buy is proved by the fact that al- 
ready they own nearly 10 per cent of all the auto- 


Hardware man recognizes regular cus- 


tomers—“You have a good group ofthe better type 

farm families here. Many of them are customers of our 

store and have been for a number of years. I see here 

many of our regular customers for general hardware 

articles, sporting goods, paints and household furnish- 

oa i V. Spaulding, Spaulding Hardware, Payette, 
aho. 


mobiles, trucks and tractors in the United States. 
Where can you find better customers and pros- 
pects than these rural families? Automotive 
manufacturers recognize their importance, and 
each year place more advertising in Country 
Gentleman than in any other rural publication. 
Study their advertising. Display it, refer to it in 
your own selling, and tie in with it in every pos- 
sible way. 
FREE TO DEALERS 

The Ruralaria News Leader . . . issued monthly by Country 
Gentleman to help the dealers of Rural America... is packed 
with news and ideas about merchandising .. . filled with hints 
for building up sales and profits . . . sent free. Ask to get it 
regularly. Don’t miss a single issue. Write today to Country 
Gentleman, Philadelphia, Pa. 





Mich. Launches Safety 


Educational Campaign 


LANSING.—In a serious effort 
to curb the alarming increase in 
Michigan traffic accidents, Leon 
D. Case, secretary of state, has 
launched an intensive safety edu- 
cational program which will be 
conducted through the Detroit 
branch office. 

Case announced that the pro- 


gram will be in charge of Tom 
Carroll who has had 10 years’ ex- 
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Texaco’s Road Test 
Will End Saturday 


perience in developing and direct- | 
ing methods for safety educa- 
tion. Carroll resigned a execu- Car Fees Is Challenged 
tive position in the National | LITTLE ROCK, Ark.—The 
Youth Administration to take| right of an incorporated town to 
over his new duties. | pass ordinances levying municipal 

The campaign will be vigorous- | | automobile license fees has been 
ly prosecuted through the me- | challenged by six residents of 
dium of radio programs, school ac- | Greenwood, Ark., who appealed to 
tivities and safety talks before|the state supreme court from a 
parent-teacher groups and other|Sebastian circuit court decree 
organizations interested in life| fining each $1 and costs for fail- 
saving, Case said. ure to purchase licenses. 


Town’s Right to Collect 


CLEVELAND.—The Texaco na- 
tional road test fleet, comprising 
12 cars, arrive in Cleveland Sat- 
urday, concluding a 25,000-mile 
tour of 48 states begun last 
May 15. 








(Right) 
Some of our best customers 


“We 


have examined Country Gentleman’s list of 
subscribers through the Loveland Post Office 


and find them, in most cases, the 


and builders of this locality. 


of our best customers, and we are ple 


that they have your magazine and are 


backers 
They are some 


ased 
sold 


some of our products through its pages.” 


—H. W. Graese, 
Co., McCormick-Deering Dealers, | 
land, Colo. 


(Above) 


Graese & Sons Implement 
,ove- 


(Below) 
Represents better class 


of farm homes—“T have ex- 
amined your Country Gentleman 
subscription list as mailed through 
the Watseka Post Office. I find 
that it represents the better class 
of farm homes, people who appre- 
ciate quality merchandise. There 
are many of our customers on 
your list.””"—Glenn F. Williams, 
Manager, Star Cash Grocery, 


Watseka, IIl. 


Finds large number of best cus- 
tomers—“T have looked over the list of 
your Country Gentleman subscribers here 
in Norwich. I find a surprisingly large num- 
ber of my best customers are on this list. 


I have been in the drug business here 
forty years and know the people here 


for 
in 


Norwich. I would say that on the whole 
your list is a very select one, and I am 
amazed at the number of subscribers you 


have in this town.’ 


Pharmacist, Norwich, N. Y. 


Alert retailers read the ad- 


vertising pages 


Gentleman to keep abreast 


’ Burton E. Reynolds, 


, 


$ 
“tng, Aes 


ms Jingo’ 


(Below) 
Traces 16 sales— 


of Country 


(Below) 


Friends and customers 

“Practically every name on 
your list is well known to me, 
most of them are friends and cus- 
tomers of ours. I consider the list 
to be composed of a very good 
cross-section of the representa- 
tive citizens of the rural sections 
surrounding this town.” —L. G. 
White, White Bruce Motor Com- 
pany, Ford Dealer, Scottsville, 
Virginia. 


“Families on your list have purchased eight new 
cars, three new trucks and five used cars from us during the last year or 
year and a half. In the balance of the list there are at least 25 good prospects 
for new and used automobiles and trucks. I certainly feel that any publica- 


tion going out to as representative a list should produce results for the 


advertiser. 
Amherst, Mass. 


of the merchandise bought 


by the Control 


Families of 


Rural America—the fami- 
lies of leading agricultur- 


ists, bankers, 


merchants 


and professional men of 
the rural areas. 


Howard L. Paige, Paige’s Garage, Oldsmobile-Chevrolet Dealer, 


OUNTRY GENTLEMAN 


FIRST with the CONTROL FAMILIES of Rural Amerwa 





The test units, which included 
Buick, Chevrolet, Oldsmobile, 
Pontiac, Dodge, Chrysler, Royal, 
Plymouth, Ford, Lincoln Zephyr, 
Packard, Terraplane, and Stude- 
baker, were calibrated before de- 
parture from Detroit in May and 
will be turned over to chief en- 
gineers of co-operating factories 
for measurements of parts sub- 
jected to wear during the long 
grind. 

Test findings will be confiden- 
tial to the chief engineer of each 
factory, although indications of 
the past four months show that 
highest expectations for perform- 
ance of the 1937 models will be 
more than gratifying. 

Under William Harrigan, auto- 
motive engineer for the Texas 
Co., the fleet was kept intact 
through all sorts of highway and 
weather conditions throughout 
United States. 

kxtreme conditions were delib- 
erately cultivated in 130 degree 
heat in Death Valley; a sleet 
storm in the Pikes Peak climb, 
and in rapidly varying altitudes 
of mountain passes in the high 
Sierras in Estes Park, Colo. 


Goodrich, Goodyear and Fire- 
stone companies, which studied 
tire work during the trip particu- 
larly on back roads of western 
mountain country, have taken 
valuable data on rubber perform- 
ance, and chief engineers of mo- 
tor factories have already been 
furnished a daily log on perform- 
ance of their cars. The test was 
an entirely engineering project 
by Texaco in co-operation with 
chief engineers of factories at 
Detroit, South Bend, Lansing, 
Flint and Pontiac. 

Information was tabulated on 
performance of stock automobiles 
under only usual servicing condi- 
tions available to motorists any- 
where in the United States. 

Every car which left Detroit in 
May will complete the tour over 
the week-end, and the personnel 
of more than 30 men remained 
intact from the start. 

The fleet traveled every day for 
four months, including Sundays 
and holidays. 


NASFC Outlines 
Program for Its 
Chicago Conclave 


CHICAGO.—Automotive opera- 
tions will be in the limelight, with 
“Terms and Liquidity” and “What 
Finance Companies Can Do to 
Reduce Collision Losses” as the 
major topics to be covered, at 
the annual convention of the 
National Assn. of Sales Finance 
Companies here Sept. 29 and 30 
at the Stevens hotel. 

This became known with a re- 
lease of a general outline of the 
convention program at associa- 
tion headquarters. Sessions also 
will be devoted to diversified and 
insurance premium finance sub- 
jects. 

Nationally known speakers are 
being obtained for talks at the 
meetings, which will wind up 
with a business session on the 
afternoon of Sept. 30 and a ban- 
quet, dance and floor show in the 
evening. John R. Walker, execu- 
tive vice-president, is in charge 
of arrangements for the two-day 
program. 


Quebeo Off ‘cial Promises 


Car License Fee Slash 


MONTREAL. — Province of 
Quebec motorists will benefit 
shortly by a reduction in the cost 
of licenses, Martin B. Fisher, 
provincial treasurer has  an- 
nounced. 

Questioned regarding the recent 
announcement of motor license 
reductions in Ontario, Fisher 
promised that the Quebec gov- 
ernment would follow suit in a 
few months. 





Plant Safety 
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Wilson Calls Good ‘Housekeeping’ Safety Essential 


Factors Held 


Applicable to Dealerships 


GRAND RAPIDS, Mich.—A pro- | 


gram of “good housekeeping” and 
other factors are needed to pro- 
mote safety in factories, Charles 
E. Wilson, vice-president of Gen- 
eral Motors Corp., said here 
Wednesday in an address before 
the Michigan Safety Congress. 

While Wilson’s talk dealt with 
factory and highway safety, the 
records and methods in cutting 
accidents are believed to be of 
particular importance to auto- 
mobile dealers, located in states 
with compulsory compensation 
laws. As a means whereby deal- 
ers may reduce accidents to their 
employes and at the same time 
get insurance rates lowered, the 
methods outlined by Wilson 
should be of considerable use. 

In his speech here, Wilson de- 
clared, “A clean plant with or- 
derly aisles and good stock con- 
ditions sets a splendid example 
for the employe group to do its 
day-to-day job in an orderly man- 
ner. Good housekeeping shows a 
record and respect for both 
physical properties and the work- 
men who use them. 

“My principal experience with 
the safety problem has been with 
relation to accident prevention in 
our factories. 

“For the year 1935 in all plants 
of GM, the frequency was 7.03 





.766. The results 
5.19 


and the severity, 
were for 1936 a frequency of 
and severity of .664. 

“Alfred P. Sloan jr., chairman 
of the board of directors of GM, 
personally sponsored the safety 
contest for the first six months 
of 1937, and a new safety record 
was thus established for the cor- 
poration. During these six months, 
the frequency was reduced to 
4.43 and the severity to .455, as 
compared with a frequency of 
4.92 and severity of .514 for the 
same period in 1936. This also 
compares with a frequency of 
23.58 and a severity of 1.025 in 
GM plants in 1928. In other words, 
the improvement in 10 years has 
been one-fifth as many accidents 
and less than one-half as many 
days lost due to accidents. 

“The highways safety problem 
has some points in common with 
the factory safety problem. 

l Interest on the part of public 
officials and law enforcing 
officers would correspond to the 
first principle of safety: interest 
on the part of top management. 
2 Good housekeeping would 
correspond to proper mainte- 
ance of highways, light, and 
brakes. 
3 Safety glass, stop lights, all 
steel bodies, grade separation, 
divided highways are the me- 





ANVIL RINGING AGAIN in Chevrolet plants following a short 
shutdown for inventory. Returning to their jobs are M. Barbeau, 
William Prichar and Ben Pidgeon, the crew of one of the big steam 
forging hammers in the forge, spring and bumper factory. 


chanical safeguard of highway 

safety. 

4, The fourth point, safety edu- 
cation, is even more impor- 

tant to highway safety than it is 

in regard to factory safety. 
Periodic safety stimulation 
would probably be equally ef- 


Maas 4 
BENDIX DRIVE 
FOR EVERY STARTING JOB! 


THER the cranking job be a mammoth 

Diesel or a small one-cylinder marine engine, 

you can confidently entrust it to the time-proved 
Bendix Starter Drive. Any size, any kind, of internal 
combustion engine responds to the Bendix Drive. 


Bendix Drive is built in many sizes, many types. 
Two are shown here “‘life size’’—the smallest and 
the largest versions of ‘The Mechanical Hand that 


Cranks Your Engine. 


ur 


Each of its few simple, 


sturdy parts is designed, dimensioned, engineered 
to its particular function, with the experience of 
millions in use, as a guide. 


When you have occasion to replace an old 
Bendix Drive for any make of car, replace it with a 
factory-new Bendix Drive under our liberal Ex- 
change Plan; when you renew a Bendix Drive part, 
use a genuine Bendix part. In that way—and no 
other—can you be assured of a continuance of the 
reliable starting service built into the car. 


ECLIPSE MACHINE COMPANY 


Elmira, New York (Subsidiary of Bendix Aviation Corp.) 








fective with car drivers and the 
general public as it has proved 
to be in our factories. 

6 Courtesy and_ consideration 
for the other fellow. 

“The ten year improvement in 
GM plants should, I believe, be 
an encouragement to those of us 
who are so interested in the 
highway safety problem. If this 
problem is attacked by all in- 
terested parties, there is some 
hope that a corresponding im- 
provement can be made.” 


Pa. Repays $5,216,211 
To Motor License Fund 


HARRISBURG, Pa. (UTPS).— 
A total of $5,216,211 has been re- 
paid to the motor license fund 


out of the general fund. The re-| ; : ; 
payment completely wipes out all| to David R. Wilson, president. 


fund | 


obligations to the motor 
which, over a period of three 
years, amounted to more than 
$24,000,000. 

The sum returned will swell the 
present motor fund balance now 
committed to Secretary of High- 
ways Warren Van Dyke’s summer 
construction program for improve- 
ment of 715 miles of highways at 
a cost of nearly $47,000,000 in 
state and federal funds. 


Jersey to Use Curbing 


Reflecting Light Beams 


TRENTON, N. J.—The first use 
of New Jersey’s newly designed 
curbing which reflects headlight 
beams has been ordered here in 
the construction of of sections of 
State Highway Routes 6 and 25. 
E. Donald Sterner, state highway 
commissioner, this week called 
for bids on a section of divided 
highway running past the new 
General Motors plant at Linden 
and specified that the new type 
curbing must be used on the 
islands. 

The curb pattern is a creation 
of New Jersey highway depart- 
ment engineers and is cast in six- 
to nine-foot lengths. It has a 
series of slightly elevated panels 
or faces which stand out as a 
white band from the reflected 
beams of automobile headlights, 
outlining the road as a guide in 
night driving. 


Mitchell to Sail 


DETROIT.—W. Ledyard Mitchell, 
vice-president in charge of interna- 
tional sales of the Chrysler Corp., 
will sail Sept. 22 for an extended 
trip to Europe. He will attend the 
International Automobile Salon in 
Paris, after holding a series of con- 
ferences with European representa- 
tives and distributors. 


For a fresh automotive viewpoint, 
read George M. Slocum’s “A Word in 
Edgewise.” 








| Buick Dealers’ 


Profits Reveal 
A Big Increase 


FLINT.—During the first seven 
months of 1937 Buick dealers 
made a net profit that was $4,- 
872,000 greater than the entire net 
profit for the year 1936, according 
to W. F. Hufstader, Buick general 
sales manager. 


In the first seven months of 
1937, Buick also sold more straight 
eights than all other nine straight 
eight manufacturers combined, 
Hufstader said. Buick registra- 
tions for this period were 124,940 
cars, as compared with only 115,- 
397 for the other nine makes. 


“Buick now has the largest 
number of dealers in its history,” 
Hufstader stated. “From a low of 
2,029 dealers on Jan. 1, 1933, Buick 
has now increased to 2,831 deal- 
ers, an increase of nearly 40 per 
cent. Of this total number, 1,222 
dealers have been selling Buick 
cars for five years or more; 734 
have been selling Buicks for 10 
years or more; 420 have had the 
Buick franchise for 15 years or 
more; 248 have been with the 
company 20 years or more, and 
116 have been selling Buicks con- 
tinuously for 25 years or more.” 


Payroll at Willys 


Jumps From 100 
To 6,000 in Year 


TOLEDO. — Impressiveness of 
the comeback of Willys-Overland, 
Inc. in a single year is illustrated 
in the fact that where only 100 
men were employed a year ago, 
6,000 are now working, according 


Speaking before a group of 
technicians and newspaper men 
here this week at a preview of 
1938 Willys models, Wilson stated 
that two new passenger models, a 
custom sedan and a de luxe coupe 
will be brought out in an addition 
to the standard line. The com- 
pany will also enter the commer- 
cial field for the first time with a 
1,000-pound pickup truck, he said. 

Company’s plans for this season 
call for production of about 12,000 
units, it was revealed; while it 
was reported that total produc- 
tion and sales in eight and a half 
months of this year had reached 
63,654. 


Sales to purchasers who might 
otherwise have bought used cars 
were accountable for much of the 
success of the Willys this year, 
guests were told at a luncheon at 
the Toledo club. Speakers included 
George Bryant of the advertising 
department, Nelson A. Beardsley, 
sales manager, and Roy C. Start, 
Toledo mayor. 


2 Independent Unions 
Are Ordered Dissolved 


MILWAUKEE, Wis.— The na- 
tional labor relations board has 
ordered the dissolution of two in- 
dependent unions at the Highway 
Trailer plants at Edgerton and 
Stoughton, Wis., according to N. 
S. Clark, Milwaukee regional di- 
rector for the board. 


The board ruled that the two 
unions were company fostered 
and it ordered the firm to desist 
from anti-union or company union 
activities. The board also ordered 
the company to reimburse seven 
discharged employes and to rein- 
state five of them, holding that 
the five had been dismissed for 
union activities. 


Trailer Trade section of Automotive 
Daily News is America’s only trade 
journal dealing exclusively with the 
trailer industry. 
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Business Index Declines One Per Cent in August 


Month Found 4 Per Cent 


Under Normal in Survey 


DETROIT. — Cancelling the 1 
per cent advance made in the na- 
tional business index during July, 
business stepped down 1 per cent 
during August, placing the stand- 
ing at 4 per cent below normal, 
according to the monthly survey 
of 147 trading areas, conducted by 
Brooke, Smith & French, Inc. 


“With the national index 12 
per cent below normal in August, 
1936, the August 1937 standing 
indicates a general improvement 
throughout the country of 8 per 
cent during the past 12 months,” 
the report states. 


“In line with the national situ- 


trading areas declined during the 
month. However, 37 areas, run- 
ning counter to this trend, showed 
gains over their July positions. 
Most of these are to be found in 
the south and middle west. The 
other nine areas did not change.” 


The greatest August gains, with 
indexes improving 3 per cent or 
more over July, were registered 
in the following areas: 

Grand Forks, Jacksonville, 
Knoxville, Lansing, New Orleans, 
Reading, Saginaw, San Francisco, 
South Bend, Worcester and 
Youngstown. 

The following areas were at 
normal or above in August: 


© 





Charleston, Cheyenne, Cincinnati, 
Columbia, Dallas, Denver, Detrvit, 
Erie, Evansville, Fort Worth, 
Fresno, Grand Junction, Green 
Bay, Greenville, Harrisburg, Hous- 
ton, Huntington, Indianapolis, 
Jacksonville, Knoxville, Miami, 
Mobile, Oklahoma City, Peoria, 
Phoenix, Portland, Ore., Reno, 


|Richmond, Saginaw, Salt Lake 


City, Shreveport, Spokane, St. 
Paul, Tacoma, Terre Haute, Tulss, 
Waco, Wilmington, Winston-Sa- 
lem and Yakima. 


Steel Rate Rises 

NEW YORK.—tThe operating rate 
of steel companies having 98 per 
cent of the steel capacity of the in- 
dustry will be 80.4 per cent of ca- 
pacity for the week ending Sept. 18, 


Outlook for Fall Car Sales 
In Northwest Held Bright 


SEAT TLE.—Outlook 
Northwest for sale of new and 
used cars is exceptionally bright, 
in the opinion of S. L. Savidge, 
president, S. L. Savidge, Inc., 
(Dodge-Plymouth). 

“We expect the best September, 
October and November business 
that we have had since 1929,” 


| stated Savidge. 


He based the prediction on a 
number of points: Washington 
has the best crops in years, and 
good prices are assured for 
bumper farm products; lumber, 
another basic industry, is in fine 
with 


in the| wheat and fruit yields have been 


very good with prices upward. 

“There will be a good cleanup 
on present models,” he continued. 
“People buy on a rising market, 
and so there will be no trouble to 
dispose of current models, even 
after the new ones begin arriv- 
ing. The used car market is firm 
and will continue that way, due 
to announced new car upward 
price scaling.” 


This firm sold 15 used cars 
Sept. 11, and sales have been con- 
sistently good since Sept. 1. 

Used car stocks in Seattle are 


shape, logging and _ mill 
operations at high speed, demand 

for the finished products strong,|even less. Trade-ins have gener- 
ago and 72.5 per cent one year ago.|and prices on profitable basis; ally been ona sound basis. 


said to be 20 per cent lower than 
a year ago, with some dealers 


ation, 101 of the 147 individual 


Ullery is Named 
De Soto Used Car 


Sales Director 


compared with 71.6 per cent one 
week ago, 83.2 per cent one month 


Abilene, Albuquerque, Atlanta, 
Austin, Bakersfield, Bangor, Beau- 
mont, ‘Billings, Boise, Casper, | 








DETROIT.—J. C. Ullery, who 
has had 18 years of experience in 
the used car business in all its 
phases, has just been named di- 
rector of used car merchandising 
by the De Soto 
division of the| 
Chrysler Corp. 

The announce- 
ment of the 
creation of this | 
new position 
was made by J.| 
B. Wagstaff, | 
general sales| 
manager for De} 
Soto. Ullery will | 
assume his new 

J. ©. Ullery duties at once. 

Ullery’s experience ranges from 
actual selling as salesman and 
used car manager for several 
dealers in Chicago and Milwau- 
kee to his most recent activity in 
Chicago with the central used car 
division of Dodge. | 

“Automobile dealers have made | 
amazing strides in used car sell- 
ing during the past few years,” 
Ullery said in commenting on the | 
scope of his new position, “cars 
are no longer ‘just taken in,’ 
priced quickly and shoved onto 
the lots for sale. 

“Careful reconditioning and 
beautifying procedures have been 
almost universally adopted. Used 
cars, in many cases, are sent 
down a virtual assembly and 
final inspection line before they 
are ever offered for sale. Every- 
thing is checked and cars are put 
in first class condition from tires 
to roof. 

“Used cars definitely have been 
lifted from the ‘poor relation’ 
classification. Dealers are giving 
more and more attention to the 
cars from the standpoint of sell- 
ing personnel, proper merchandis- 
ing, display and advertising. 
Dealers, using new ideas of their 
own, supplemented by plans sug- 
gested by the manufacturers, are 
in the best position to do the 
right kind of job along these lines 
because of their years of ex- 
perience in new car display and 
selling.” 


NO SCRATCHEE!” 


SAM LEE HAS TO REVERT TO HIS 
HONORABLE BACK SCRATCHER! 





Once UPON A TIME, automobile plush did a grand 
back-scratching job. But that went out of fashion with 


dusters and one-lung cylinders and gas-lamps. 


Velmo Mohair Velvet today is a pretty smooth 





article, especially when you talk it to prospects. First, 
it looks class, which it is. Second, it is easy-riding, with 
cooling ventilated back, low pile that prevents sliding 
on the seat or shining clothes, and a strong resistance 


to catching dust and dirt. 


ie hae eI Tops When you show a velvet-upholstered job, add this 


Off °37 Expansion Plans 


CHICAGO.—United Air Cleaner 
Co., subsidiary of United Spe- 
cialties Co., Detroit, announces 
virtual completion of its 1937 ex- 
pansion program here. The pro- 
gram included a new building, 
complete rearrangement of the 
entire plant, and installation of 
new machinery. 

There are now two _ separate 
lines for progressive production, 
one for heavy duty type cleaners 
used on tractors and trucks, the 
other for passenger car installa- 
tions. Additional experimental 
work will be carried on at a new 
Detroit laboratory of the com- 
pany. 


to your sales arguments, too: “No other fabric wears 
so well; it’s ‘Good to the Last Mile’... 


extra-trade-in value when Velmo has done its mileage 


and that means 


in the car you’re buying!” 


VELITO 


MOHAIR VELVET 


Guse 


L. C. CHASE & CO., Inc., Selling Division of Goodall-Sanford Industries, 295 Fifth Avenue, at 31st Street, New York 








AUTOMOTIVE DAILY NEWS, SATURDAY, SEPTEMBER 18, 1937 


Industry's’ s°38 Volume to Exceed 37, Curtice Says 


Big Expansion « at Buick 


Detailed at Press Preview 


FLINT.—Volume for the entire} 
automobile industry in 1938 will] 
equal or exceed the 1937 total, | 
Harlow H. Curtice, president of 
Buick, predicted this week at a 
press preview of next year’s Buick 
models. 

In line with this expectation, | 
Curtice said, Buick will seek its| 
share of the increased volume 
through a $10,000,000 further ex- 
pansion and re-tooling program. 
The expenditure comes on top of | 
$30,000,000 spent in improving the} 
Flint plants during the past three 
years. 

Two engineering advances on 
the 1938 Buicks were also revealed 
at the preview by Curtice. One 
of the improvements is a new 
rear-end suspension, using coil 
springs instead of semi-elliptic 
springs, while the second is a de- 
velopment in engine design which | 
is said to step up power nearly 
10 per cent along with an im- 
provement in economy. 

Curtice declared that increased 
cost of labor and materials will 





mean higher prices on the new | 
models, but that Buick would re- 
main in the popular- priced 


Not so very many years ago a car was con- 
sidered satisfactory if it would "get you there and back."’ Today 
the motoring public demands a great deal more in an automobile 
Patented 


- +. it must “get you there 


Delco Hydraulic Shock Absorbers are an important factor in pro- 
viding this comfort, and the restful ride which results is a valu- 


There is a Delco Hydraulic Shock Absorber to 


able sales asset. 


meet the requirements of every type of springing and assembly: 
Single Acting, Double Acting, Direct Acting, Inertia Control, and 
special applications for Individual Wheel Suspensions. 


Products Division, General Motors Corporation, Dayton, Ohio. 


HYDRAULIC 


bracket. an- 
nounced. 

As a result of the expansion 
program, Curtice said Buick now 
has an established capacity of 
300,000 units per year, which is a 
substantial increase over the ca- 


The prices were not 


| pacity of former years. 
The executive said that as a re- 


sult of steadily expanded capacity 
during the past three years Buick 


was able to produce and sell dur- | 
ing the 1937 model year a total 


of 220,353 cars, notwithstanding 


halts in production during Janu-| 


ary and the early part of Febru- 
ary. This capacity, however, was 
insufficient to meet demand, he 
said, with the result there was a 
consistent shortage of cars 
throughout the 1937 model year, 
which ended with a bank of un- 
filled orders on hand at the 
factory. 

Of the total additional expendi- 
ture of $10,000,000, Curtice stated 
that approximately $6,000,000 has 
gone for rearrangement and new 
equipment, with the balance go- 
ing mostly for re-tooling. 

“In addition to stepping up our 
production to meet increased 
| schedules,” Curtice said, 


pansion program will eliminate 


and back — comfortably!” 


SHOCK 





“the ex-|other sub- assemblies to feed the 


Delco 


ABSORBERS 


PROFESSOR QUIZ, central figure in the new Nash radio broad- 
casts, gets together with factory officials to learn about the new cars. 
Left to right are Courtney Johnson, general sales manager of Nash; 
A. R. Boscow, director of advertising and merchandising; Professor 
Quiz; W. A. Blees, vice-president and general manager of Geyer, Cor- 

nell & Newell, Inc.; and C. H. Bliss, vice-president and director of 
sales for Nash. 


Saturday and Sunday work in our | assembly plants, he said. The in- 
factories, and give our employes/|crease has been confined princi- 
more leisure time.” pally to the low-priced Series 40 

Principal expenditures have|line of Buick cars, of which he 
been made in the Flint factories| Said there was a consistent short- 
to increase output of engines and 
season. 

Benefiting by the expenditures 
is the machinery trade, which was 
called on to supply 425 pieces of 
new equipment for the various 
plants, at a cost in excess of 
$3,700,000. 

In the motor plant alone, $1,- 
773,000 was appropriated for new 
machines and equipment, which 
will bring the normal capacity of 
this plant to more than 1,500 en- 
gines a day. 


Linden (N. J.) and Los Angeles 





age during the 1937 production | 


|sentment against the 


| affects 


) Car Ownership 


May be Cut By 
Drastic N. H. Law 


CONCORD, N. H.—Such resent- 
ment has been aroused against 


| this state’s new automobile finan- 


cial responsibility law that a 
number of registration holders 
have returned their plates to the 
motor vehicle department, it has 
been announced. Officials say 
they believe auto ownership will 
be reduced considerably. 

There are reports that some 
automobile sales concerns, partic- 
ularly used car dealers, have lost 
business because persons who had 
anticipated buying cars were not 
prepared to secure’ insurance 
policies required in all instances 
where a machine is not paid in 
full at the time of purchase. 

The department has disclosed 
that some motorists recently in- 
sured are still unprotected under 
the new so-called “drastic” law, 
through no fault of their own. 
Not all insurance companies have 
filed their official signature with 
the vehicle department as the new 
law requires. 

The department reports that, 
although there is considerable re- 
“drastic” 
provisions of the new law, which 
out-of-state as well as 
resident operators, the majority 
of motorists are attempting to 
conform with it. 


Buys More Autocars 


ARDMORE, Pa.—Ten more heavy- 
duty Autocars have been purchased 
by “Arrow Carrier, Paterson, N. J., 
bringing the total number of Auto- 
ears owned by this company to 79. 


NATIONAL 


AUTO 
SHOW 


Grand Central Palace, New York City 
Oct. 27th to Nov. 3rd 


"TH complete 
sories, service 


That second successful 
display on the fourth floor- 


A large attendance 


agents, fleet owners, 








366 Madison Ave., New York 









































1938 offering of cars, 
station equipment and trailers. 
innovation—a mid-week opening and an eight-day show (Sun- 
day included) proved highly successful and will be repeated. 


of buyers, 
sales managers, 
leaders is assured. A few desirable spaces in accessory and 
trailer sections are still available. 


NATIONAL AUTOMOBILE SHOW 


bodies, 


trucks, acces- 
Last year's 


innovation—a comprehensive trailer 
will be greatly augmented. 
ing makes of mobile home and commercial types. 


Lead- 


dealers, jobbers, purchasing 
engineers and industrial 


”. Alfred Reeves, Manager 


Opens Wednesday, Oct. 27th 





Joyce Named President of Trailer Makers’ Assn. 
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New Assessment Method 
Devised at First Conclave 


By J. C. WEED 


Editor Trailer Trade Section ADN 


CHICAGO.—F rank Joyce, presi- 
dent of Alma Trailer Co., Alma, 
Mich., was elected the new presi- 
dent of the Trailer Coach Manu- 
facturers’ Assn. Wednesday by 


the delegates attending the first| 


annual meeting of that body in 
the Stevens hotel. Three new 
members were also elected to fill 
vacancies on the board of direc- 
tors, and Detroit was named as 
the new official headquarters of 
the association. 

The three new directors are: 
J. L. Brown of Covered Wagon, 
R. H. Mulch of Hayes Body Co. 
and K. B. Walton of Fleetwheels- 
Coates. Two officials were re- 
elected to serve again this year in 
the same offices they filled last 
year. B: R. Scheff of Palace 


«ach continues as vice-president | 
of Kabin| 


and Russell Merrell 
Koach continues as treasurer. 


A new method of financing the | 


association, based upon one-half 


of one per cent of the net factory | 
sales each month, is the cost of 
membership to the trailer manu- | 


facturer members. Parts and ac- 
cessory makers are to be admitted 


as associate members with set/| 


dues of $50 each. 

Seven new committees 
named by the board sitting in 
executive session Thursday morn- 


ing and these are to go into ac-| 


tion at once. The committees 
named are: Finance, J. L. Brown, 
Robert Mulch, and R. E. Merrell. 
Membership: A. W. Shields, Ben- 
der Body; K. B. Walton, Fleet- 
wheels - Coates; 
Schelm Bros.; Schult, 
and Norman Wolfe, Silver Dome. 
Shows: J. E. Roberts, Alma 


Trailer; W. J. Schult, Schult; and | 


K. B. Walton. Legislative: Brown, 
Mulch, and Schelm, Schelm Bros. 
Traffic: L. H. Cooper, Palace 
Travel Coach; and B. F. Maddux, 
Covered Wagon. 
George Smith, 


Palace; Frank 


Pease, Hayes. and D. S. Donald- | 


son, Covered Wagon. The first 


Olds Sales Set 
New High First 
10 Days of Sept. 


LANSING.—Establishing a new | 
all-time record for sales during | 
the first 10-day period of Sep-| 


tember, Oldsmobile dealers de- 
livered at retail 3,291 new sixes 
and eights. 

Total Oldsmobile sales for the 
year to date show a substantial 
gain over all previous years, said 
D. E. Ralston, Oldsmobile’s gen- 
eral sales manager. 


ey ae 


In Chicago, Dec. 13 


CHICAGO.—Warehousemen and 
manufacturer members of the 
National Automotive Parts Assn. 
will meet here on Dec. 13 and 14 
for their annual business session, 
according to Henry Lansdale, 
NAPA general manager. 


The first day’s program will be 
an executive meeting for ware- 
house owners and managers ex- 
clusively, while on the second 
day, a general session will be 
held for all warehousemen and 
manufacturers. Participants in 
the annual meeting represent the 
388 national warehouses and 43 
non-competing automotive lines 
of NAPA. 


William Ogg Fitzgerald’s famous 
eartoons appear exclusively in Auto- 
motive Daily News. 





were | 


Cc. W. Schelm, | 
Schult; | 


Engineering: | 





name in each instance is commit- 
tee chairman. 

Manufacturers attending’ the 
meeting pledged to advance their 
percentage dues on_ estimated 
September business for immediate 
funds for the association, to be 
balanced in next month’s pay- 
ment if estimate is high or low. 

Delegates from 33 trailer manu- 
facturers attended the session, as 
did representatives from five 
parts companies and two trade 
publications. Members expressed 
complete satisfaction over out- 
come of election and feel that the 
new directing set-up will be able 





AT OLDSMOBILE’S PRESS preview of 1938 models at Lansing 
this week factory executives chat with ADN’S editor. Left to right, 
D. E. Ralston, Oldsmobile general sales manager; Chris Sinsabaugh; 
C. L. McCuen, general manager of Olds, and V. C. Havens, advertis- 
ing manager. 


to accomplish many things needed | especially on legislative publicity 
by the industry during past year, | and finance matters. 
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Winners Named 
In Willys Contest 


TOLEDO.—Winners in the 
national economy contest con- 
ducted by Willys dealers through- 
out the country are announced 
by David R. Wilson, president of 
Willys-Overland Motors, Inc. 

Winner of the grand prize, a 
Willys deluxe sedan, is Smith 
McGlich, of Groveport, O. 

The contest was one to de- 
termine how far the _ entrant 
could drive a Willys on a mea- 
sured amount of gasoline. The 
average of the 501 leading con- 
testants, from whom the princi- 
pal prize winners were selected, 
was 37.4 miles to the gallon, Wil- 
son said. The average for all 
contestants was 36.5 miles to the 
gallon of gasoline. 


LINCOLN 


LUBRICATING EQUIPMENT 


is Unusually Attractive and Amazingly Efficient 


There is class distinction in lubricating equipment — 
and Lincoln, setting the trend, is in a class by itself. 

Lincoln Lubricating Equipment is impressively 
beautiful. It will attract trade and build customer 
confidence ... It is easy to keep clean—and is fast, 
efficient and economical. 

If you hope to get your share of the lubrication ser- 
vice in your community, it will pay you to Lincolnize 
your lubrication department. Miscellaneous collec- 
tions of grease guns are rapidly becoming obsolete. 
In their place are found carefully engineered groups 
with each unit scientifically selected to perform its 


special function. 


EALER- 


Lubrication 


packer, two Drainmobiles and 


motor car manufacturers. 
* 


The group shown above includes a Lincoln 
“Streamliner,” combining three units for dispens- 
ing lubricant from original 100 lb. drums—two for 
gear lubricants and one unit for chassis lubricant. 
In the group are also a Filler Pump, a Spring Re- 


a set of specialized 


guns supported at either end of the Streamliner. You 
have a choice of many other combinations of units, 
as well as a choice of backgrounds approved by 


Ask your nearest Lincoln jobber, or write us for 


Catalog No. 50 and details on complete line. 


LINCOLN ENGINEERING COMPANY 


GENERAL OFFICES: St. Louis, Mo. 


Pioneer Builders of Lubricating Equipment 


FACTORIES: St. Louis, Mo. and Detroit, Mich. 
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39 Studebaker Line Features New Shifting Device | 


> 


Seating Width th Improved 
On Three New Models' 


(¢ ‘ontinued from Page 1) 
are moderately streamlined, | stalled. The 
no side louvers, and with| sharply slanted, with wind wings 
low curving fenders to hide the| set at a similar angle. A band of 
undercarriage. Considerably more | chromium has been applied at the 
width has been built into the new | belt line of the body in place of 
bodies, 55% | the conventional painted mould- 


week, windshield has been 


with 


55 inches of room being | 
provided in the front seat and | ing. The door handles are fas- 
47% inches in the rear seat. tened from the inside without ex- 

Headlights are faired into the|terior screws. The body blends 
broad fenders and are shaped|into the trunks or luggage com- 
like the radiator grille. The latter | partments, and _ license plate 
has wide steel edges and is far| brackets have been removed from 
forward of the cooling unit so|the fenders and placed at the 
that winter fronts may be in-|center of luggage compartment 





7 


STANDARD Thermostat 
Sana atte 


Fhe 


«the tireless robot. 


300,000,000 flexings without a sign of fatigue. 
Such tests have proved the high quality and uni- 
form dependability of the Sylphon Bellows—heart 
of Sylphon, the Standard Thermostat. Made by 
the originators of this seamless, metal diaphragm, 
Sylphon Automotive Thermostats have the accu- 
mulated benefits of thirty-five years of research 
and experience Today, these tireless and efficient 
performers are contributing toward increased 
motor efficiency and fuel economy in leading 
motor cars. 





FULTON SYLPHON COMPANY, KNOXVILLE, TENN. 


| lids. Bumpers and bumper guards 


|}are designed to be a part of the} 


ensemble. 


Studebaker’s motors have come | 
The 
water pump on the President en- | 


in for general improvements. 


gine has been moved to the front 
of the block. The President motor 


now has the inlet to the oil pump | 


on a pivot so that it always takes 
oil 
chokes of all motors are mounted 


directly on the carburetor with| § 


no external moving parts. A 
water distributing manifold which 
delivers cool water directly to the 
valve seats also has been incor- 
porated in the President engine. 


The Commander engine has a| 


bore of 3 5/16 inches, which is 
said to give unusual acceleration 
and power throughout the speed 
ranges. 

The Commander and Stude- 
baker Six starting motors will be 
controlled by a push button on 
the instrument panel. The new 
Bendix aero-type carburetor is 
found on the President, said to 
assure peak performance on hills, 
sharp curves and other places 
where level of the fluid is af- 
fected. 

Vacuum Transmission 

The new vacuum transmission 
control, optional equipment on 
President and Commander mod- 
els, utilizes the engine manifold 
vacuum to actuate the transmi+- 
sion gear changes. A small shift 
lever, only 5 inches long and 
topped by a knob about the size 
of a ping-pong ball, extends from 
beneath the instrument panel. 
This lever does the job of shifting 
gears under all conditions and 
there are no levers extending up- 
wards from the floor boards, nor 
are any auxiliary levers connected 
with the gears. The advantages 
are said to be a decrease in gear 
shifting effort and the complete 
clearing of front compartment 
floor boards. 

Dual steering arm controls are 
incorporated in the steering me- 
chanism of the new models. With- 
out making radical changes in 
linkage design, the steering ge- 
ometry has been further im- 
proved. The models have lever 
arm and  link-type hydraulic 
shock absorbers. On all models 
the rear “shocks” have thermo- 
static controls which are said to 
automatically make adjustments 
for road, load and temperature 
changes. 

The overdrive, of the type used 
on the Dictator of 1937, will be 
found as optional equipment on 
both President and Commander 
models. It is available with free- 
wheeling and may be cut in at 
speeds ranging from 40 to 45 
miles per hour. 

Doors Are Wider 


An interesting feature is found 
in the ease of access to the car. 
The doors are wider at the bot- 
tom than they are at the top, 
sedan front doors measuring 34% 
inches and the rear door 26 inches 
at their widest points. 

All models have new instrument 
panels which have been built 
around designs by Helen Dryden. 
Phantom steering wheel, twin 


from the top. The automatic | 








VACUUM GEAR SHIFTING in the 1938 Studebaker models makes 
it possible to mount the shifting lever at the lower edge of the in- 


strument panel. 


By turning the transmission on its side the tunnel 


in the front compartment is eliminated. The combined improvements 
greatly increase the comfort of the driver’s seat. 


sun visors, twin windshield clean- 
ers and Tenite gearshift ball are 
standard equipment on the Presi- 
dent and Commander. Broad- 
cloth upholstery in these two 
models is of the bolster type. 

One of the most noteworthy fea- 
tures of the interiors is the com- 
plete absence of floor obstruc- 
tions, such as shift levers and 
parking brakes, in the front com- 
partment of models equipped with 
the new vacuum shift. Lateral toe 
room in front compartments— 
from side to side at base of ped- 
als—has been increased 8% inches 
to 45% inches. 

Another is the fact that the 


Over Millions of 


DIVISION OF BORG-WARNER CORPORATION 


moving of the President engine 
forward has permitted the mov- 
ing of both seats forward 5% 
inches in relation to the rear axle. 


Luggage compartments in se- 
dans have been given approxi- 
mately two cubic feet of addi- 
tional space. 


The rotary door latches are con- 
tinued on the 1938 cars; defrost- 
ers have been made more effi- 
cient; ash compartments in rear 
seat arm rests of sedans have 
“roll top desk” covers of stainless 
steel; doors are insulated all 
around; tool chests are located 
beneath the floors of the luggage 
compartment. 


DELTA 


aaa 
PP ae 
¢ SWITCHES « 
SOCKETS « PLUGS 
a 


Competent Enginecring 
Consistent Prices and 
Reliable Deliveries 


DELTA ELECTRIC COMPANY 
Dept. 900, Marion, Ind. 
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Buying Power of Farmers Declared Equal to 29 


Income Expected to Top 


1936 by Billion Dollars 


WASHINGTON. — The buying | 
power of the farmers’ income this 


year will be virtually back at the| - 


the bureau of agri- | 
stated this | 


1929 
cultural 
week. 


Although farm income this year 
is somewhat below the pre- 
depression level, it was pointed 
out that prices which farmers 
have to pay for their supplies 
also are somewhat lower than 
during the years prior to 1930. 
Consequently, the exchange value 
of farmers’ income this year for 
other goods and services is about | 
like it was prior to the depres- 
sion and is nearly equal to the 
peak year 1929. 


Income from sales of farm 
products in 1937 is expected to be 
about a billion dollars larger than 
in 1936, and larger than any year 
since 1929. 


In estimating the buying power 
of 1937 income, the bureau ex- 
pressed both cash income and 
prices paid by farmers from 1924 
to date as percentages of the 
years 1924-29. A comparison of 
these percentages, as a ratio of | 
cash income to prices paid, indi- | 
cated that the buying power of | 


level, 
economics 


‘Car Tag Poker’ 
Flusters Minn. 
Motor Bureau 


ST. PAUL, Minn.— Kids who} 
used to panic teacher by demon- 
strating their counting ability 
like this: “one, two, three, four, | 
five, six, seven, eight, nine, ten, 
jack, queen, king,” have now 
grown up, much to the dismay | 
of the Minnesota state automo- | 
bile license bureau. 


When members of this bureau 
hear mention of a little game of 
chance often referred to as poker, 
their faces assumed a_ violent 
royal flush. 

All of which means that the 
new highly developed game of 
“highway poker” has become too 
much of a good thing, and the 
state license bureau wants a new 
deal. 


In highway poker, an automo- 
bile owner bets his license num- 
ber combination against that of 
automobiles he meets on the 
road. Highway cribbage also is a 
part of the fad. 


“The game is fast becoming 
popular,” members of the state 
license bureau report, “and that 
means we spend most of our 
time looking for good card 
hands.” 


Aug. Diamond T Sales 


P Over Expectations 
CHICAGO. — Diamond T Motor 
Car Co. sales for August were un- 
expectedly higher, after an ap- 
preciable recession during July 
and registered a considerable in- 
crease even over August last year, 
according to C. A. Tilt, president. 
This improvement was due prin- 
cipally to a large volume of ex- 
port business, combined with a 
favorable reception to the new 
line of cab-over-engine models 
announced in July. 

For the eight months to Sept. 
1 sales totaled 10,206 compared 
with 9,897 for the same. period 
last year. This is an increase of 
3 per cent in units, and appreci- 
ably more in dollar volume, be- 
cause of the higher prices in ef- 
fect during most of 1937, Tilt said. 


Fay Becomes Dealer 
COLUMBUS, O.—Perry S. Fay, 
manager in Boston of the White 
Truck Co. for the past 15 years, has 
resigned to take over a White truck 
dealership here. 





the income estimated for 1937— 
governmental payments excluded 


last year, 62 per cent in 1932 and 
104 per cent in 1929. Including 
payments received by farmers 
under the agricultural adjust- 
ment programs, the ratio is esti- 
mated as 103 compared with 96 
last year. 

In comparing this year’s pur- 


chasing power with that during | 


the period 1924-29, the bureau 
commented that “it is only fair 
to say that in the 1920’s farmers 


|as a group were not relatively 
land_ values | 


prosperous. Farm 
were declining during most of 
this period, the mortgage debt 





is 98 per cent of the 1924-29) 
period compared with 93 per cent | 





t soieaion Between Cash Farm Income and Prices Paid by Farmers 


*p 





Cash Income 
(000 Omitted) 


From Farm 


Marketings 
From Farm 


,785,000 
,324,000 
9,993,000 
10,016,000 
10,289,000 
10,479,000 
3,451,000 
5,899,000 
,328,000 
,955,000 
5,792,000 
,507,000 
7,578,000 
8,575,000 


$5,117,000 
6,348,000 
7,000,000 
7,865,000 
9,000,000 


elimi ary estimate. 


was burdensome, taxes were high, 
and prices of farm products were 
low relative to prices of most 
other commodities.” 

In comparing 1937 income with 
| pre-depression 


income, it should 


Index Numbers of 


Ratio Cash Income 


Cash Income to Prices Paid 


From Farm 
Government 
Payments 


Marketings 
Prices Paid 
“by Farmers 


Excluding 


} From Farm 
| Marketings 


| and Govt. 


_ 


‘© Payments 
Index Nos. 


to 
_— 
On 
oS 
| 
2 


102 

100 

99 

101 

99 

04 

81 

69 one 
71 70 
80 79 
81 86 
81 96 
86 103 


50 
63 
70 
78 
89 


75 


84 98 


~also be borne in mind that there 


are more people on farms now} 


than in the 20’s so that this year’s 
income must be spread over a 
larger population, the bureau 
said. 


Safety Congress 
To Attract 7,000 


CHICAG O. Headquarters ot 
the National Safety council here 
this week listed Oct. 11-15 as the 
dates and Kansas City, Mo., as 
the place of the 26th National 
Safety Congress and Exposition, 
|which 7,000 are expected to at- 
| tend. 

More 
scheduled, 


than 100 sessions are 
covering every angle 
|of safety, including traffic, avia- 
tion, factory and other phases, 
which will be discussed by over 
400 speakers. Education, protec- 
tive devices and other means of 
cutting down the annual toll 
from accidents, which last year 
cost 111,000 lives, according to 
National Safety council figures, 
will be considered. 








BEARINGS are a mighty important part of any car, truck, or bus. 


That’s why Hyatt Roller Bearings are so generously used, with 


complete assurance that they will give longer life under heavy 


loads, keep related parts in alignment, resist wear, minimize main- 


tenance, and transmit the full measure of power. Not because of 


any secret formulae, but because of the advanced design by Hyatt ROLLER BEARINGS 


engineers and precision manufacture of Hyatt craftsmen. 


Evidence of Hyatt reliability is found everywhere...in mill and 


factory, on the farm, and on railways as well as on the highways. 


Certainly these bearings have a tough life, but Hyatts have defi- 


nitely proved they can take it. Hyatt Bearings Division, General 


Motors Corporation, P. O. Box 476, Newark, New Jersey. 





Ahead of Those a Year Ago 


AUTOMOTIVE DAILY NEWS, SATURDAY, SEPTEMBER 18, 1937 


escsdia Prompt GM to Continue Dealer Council 
1937 Retail Profits Running | | 


(C Yoathoned from Pee 2) 


necessary will be helpful. 
quently, while we cannot report 


any definite solution of this old} 
time aggravated subject, I do be- | 
the | 
work we have | 


lieve that as a result of 
Dealer Council 


done a number of things to modi- 


fy the over-bidding rather than | 


to let it run its natural course.” 
Grant digressed from his pre-| 
pared text to the extent of giving 


Whether 
you visit 
or live in 
New York, 
if you are 
discriminating 
you will appre- - 
‘ciate the privacy, 
convenience, dis- 


tinction and charm of 


f 


Parlor suites with serv- 


ie ing pantry and electric 
 fefrigeration, $12 
and $15... Single’ 
rooms $5, $6 and — 
- $1. Double, 
$8 and $10. 
- The Barclay, 
111 East 
48th Street, 
New York. 


GEO. W. LINDHOLM 
Manager 


Conse- | 


|two facts which he characterized 
as important and significant: one 
to the effect that 98 per cent of 
GM production was sold by deal- 
ers who made money; the other 
that GM dealers made 31% per 
|cent return on their invested cap- 
ital on an annual rate. 

| From the viewpoint of Sloan, 
Knudsen and Grant, there was 


;unanimity in acclaiming opera-| 
: | tions of the dealer council as of | 


|major importance in aiding the 
| factories in their plans, operations 
and relations with dealers. It was 
|agreed, also, that further prog- 
lress is ahead and will become a 
reality through the medium of 
| Dealer Counci] round table dis- 
| cussions. 

| “It is comparatively easy to 
|lay down a policy in a relatively 
| small number of words, was a 
| keynote of Sloan’s remarks, “but 
|the application of that policy in| 
|an administrative way in a coun- | 








|try as large as the United States, | & 


| with a scope of operations such 
|as we conduct, must necessarily 
| be a matter of evolution—it can- 
|not be a matter of revolution— 
| patience is essential. I cannot 
| overemphasize that point.” 
Referred to Officials 
Sloan explained that the coun- 
|cil is not concerned with admin- 
| istration problems, but rather the 
| broader phases of corporation 
| policies that usually apply to all 
of its divisons. He stated that any 
| subject of discussion, should it 
reach the point of practical ap- 
plication, must be referred with 
recommendation by GM officials 


sideration. 

Knudsen’s address was both a 
| review of the current selling year 
|}and an insight into plans for the 
1938 season. He stressed the fact 
| that “although we have lost some 
5 per cent of the total, due to our 
linability to deliver during the 
selling season, we are now caught 
up with last year; in fact we were 
31,674 cars ahead of last year on 
the first of September; and if the 
| schedules go through as planned, 
we will make 100,000 cars more in 
the calendar year of 1937 than we 
did in 1936.” 


Touching on the 
labor, Knudsen said: 

“We have had some labor dif- 
ficulties during 1937, and it is too 
broad a subject to discuss in this 
limited time. However, I think I 
can truthfully say that our situ- 
ation is somewhat improved and 
that responsibility will take the 
place of mob rule in labor rela- 
tionship, and that the corpora- 
tion in its policy of moderation, 
open dealings and an equal op- 
portunity for all will emerge 
from this period as strong. with 
its men and the public as it has 
always been in the past. 

Big Earnings Seen 

“The inventory shutdown pe- 
riod this year has been the short- 
est in the history of General Mo- 
tors. Our men should show the 
best earnings of all time.” 

Four dealer members of the 
council, who spoke over the hook- 
up, were unanimous in praising 
the value of the set-up. They were 
J. E. Brown, manager, Don Lee, 
Inc., Los Angeles; H. W. Tuttle, 
Howard Automobile Ce., Los An- 
geles; H. A. Wehmeier, general 
manager, Community Motors, 
Inc., Chicago, and Harry L. Lewis, 
manager, Milwaukee Avenue Mo- 
tor Sales, Chicago. 


subject of 





MANUFACTURERS REPRESENTA- 
TIVE actively soliciting automotive and 
allied industries in and out of Detroit, 
desires additional line, either production 
or accessory items. Box 130, Automo- 
tive Daily News, 527 New Center Bldg., 
Detroit, Mich. 


| 
| to the operating divisions for con- 
| 


GENERAL MOTORS plan for giving dealers a voice in the cor- 
poration management has been working successfully for the past 
year. At a meeting at the Drake Hotel, Chicago, this week, dealers 
joined with corporation leaders to plan for 1938 and hear reports on 
1937 operations. Left to right in the top view are: James Levy, pres- 
ident, James Levy Motor Sales, Chicago; L. P. Fisher, vice-president, 
General Motors; Donaldson Brown, vice-chairman of the board, Gen- 
eral Motors; J. E. Brown, Don Lee, Inc., Los Angeles, member Pacific 


coast dealer council; 


H. W. Tuttle, Howard Automobile Co., Los 


Angeles. Second from top, left to right are: O. E. Johnson, proprietor, 
Johnson Motors Co., Chicago; Frank Sheair, president, Sheair Mo- 
tors; Charles R. Moell, sales manager, Cadillac Motor Division, Chi- 
cago. Third from top, left to right are: Emanuel Levi, publisher, 
Chicago Herald & Examiner; Paul W. Garrett, director, public rela- 
tions, GM; Laurence B. Robbins, vice-president, Northern Trust Co., 
Chicago; Victor C. P. Dreiske, in foreground, general manager Cadil- 
lac Motor Division, Chicago branch. Bottom are: Ben Brady, zone 
manager Chevrolet, Chicago; Fred H. Kurz, Fred H. Kurz, Inc., Se- 
attle, member Pacific coast dealer council; Walter Kurz, national 
advertising manager, Chicago Tribune; M. C. Coghlan, branch man- 


ager, Cadillac, Oak Park branch. 


Crime Body to Urge 


Improved Car Tagging 
NEWARK, N. J.—Better identi- 
fication of motor vehicles will be 


@® WANTED 
PRODUCTION MANAGER 


standing production executive 
Excellent opportunity for out- 
who has a proven record of 
achievement and has demon- 
strated his ability in getting out 
heavy production schedules, hand- 
ling men, reducing costs and co- 
ordinating work with other de- 
partments. Large well established 
automobile plant. Must now hold 
or have recently held similar po- 
sition in successful concern. State 
experience in detail and refer- 
ences. Replies will be held in 
strict confidence. Our own or- 
ganization knows of this adver- 
tisement. Box 129, Automotive 
Daily News, 527 New Center 
Bidg., Detroit, Mich. 


one of the subjects up for discus- 
sion before the Interstate Com- 
mission on Crime during its ses- 
sions in Kansas City, Sept. 24 and 
25, it has been announced here by 
Judge Richard Hartshorne, chair- 
man of the commission. 

The commission is one estab- 
lished in 1935 to further co-oper- 
ation among the states in crime 
control. Many subjects will oc- 
cupy the conferees at their an- 
nual meeting this month. Just 
what suggestions will be put for- 
ward in the automobile identifica- 
tion matter are not known, but it 
is expected that the commission 
will discuss some means of mak- 
ing it more difficult for criminals 
to use automobiles in their opera- 
tions, in addition to the problem 
of stamping out the stolen car 
racket. 

“Fourth Dimension,” a regular 
feature of ADN, presents a digest of 
automotive advertising news. 








Country Grist Mill 
Is Converted Into 


Little Ford Plant 


DEARBORN. -A group of skilled 
engravers and die cutters, re- 
cently established miles from the 
city in a converted grist mill of 
pioneer days, already has an im- 
portant part in the complex opera- 
tions of the Ford Motor Co. 

The men are employed in Nan- 
kin Mills, a little factory 20 
miles up the River Rouge from 
the Ford plant at Dearborn. 
They produce a wide variety of 
articles used in the industry. 

Precision machinery of the 
latest type has been placed in 
the old building. Like the crude 
millstones to which the early 
settlers brought their grain for 
grinding, it is operated by water 
power. In the modern plant, how- 
ever, the power is converted into 
electric current by a_ turbine- 
driven generator instead of be- 
ing taken directly from a mill 
wheel. 

Henry Ford bought and re- 
modeled the old building in 1918 
as the first of the 12 “village in- 
dustries” he has established in 
rural Michigan to bring about a 
closer union of agriculture and 
industry. 


The 
BELLEVUE- 
STRATFORD 


xweenkre x * 


is 
Philadelphia 


MODERATELY PRICED 
CENTRALLY SITUATED 
“Best Food in Philadelphia” 
Claude H. Bennett, Manager 





THREE BLOCKS FROM THE 


AUTOMOBILE 
-SHOW-: 


In the Smart 
East 50's 


OPPOSITE THE 
WALDORF. 
ASTORIA 


@ Ideal environment and every 
service for pleasurable living. 
Spacious rooms with serving pan- 
tries and electric refrigeration. 
Excellent restaurant and duplex 
coctail lounge — air conditioned. 
SINGLE $4 ¢ $5 * DOUBLE $6 « $7 


SUITES from $8 
Special monthly and yearly rates 


Che 
Cate 


Wm. A. Buescher, Manager 
195 Zast SOTH STREET « NEW YORE 





Local Publicity Problem Answered by! Minn. Dealés 
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Novel Tie-Ups »s with Staff 
Gets Reams of Free Space 


By GEORGE SMEDAL 


MINNEAPOLIS.-—One of the 


pion had to take up the racquet 


problems facing both the small| again for a series of photographs 


and larger automobile dealers of 
the country is how to obtain 
newspaper publicity aside from 
the usual run of additions to the 
sales force, changes in the of- 
ficial family, announcement of 
new models and a lot of the 
“canned” material that comes 
from the factory headquarters. 
The experience of a Minnesota 
dealer, who operates an average 
size dealership in a city of about 
300,000 where the competition is 
strong, may help to point the way 


to a publicity program for others | 


in a similar predicament. 

At first the head of this dealer- 
ship and his new and used car 
sales managers did not have the 





| 


proper appreciation of publicity | 
that was not directly tied up with | 
the name of the automobile which | 
this company sells. They did not| 


appreciate that getting the dealer- 


ship’s name before the public now | 


and then was almost as im- 
portant as getting the 
the automobile and the staff 


changes, etc., before the public 


name of | 


once or twice a year. The head of | 


the company was more than 
skeptical about the suggestions 
for this program but agreed to 
give it a trial. 

Staff Is Advised 


The entire staff was advised 


that anything of interest that had 
happened to them was to be re- 
ported to the new car sales man- 
ager. 


Members of the staff were at | 


first reticent, but after about a 


week of coaxing it was discovered | 


that: 

One of the minor officials was 
a survivor of the Lusitania dis- 
aster. 

Another was the secretary of 
the local stamp club and that his 
collection, started when a boy, 
was valued at close to $4,000. 

The head of the service depart- 


ment was the father of the public | 


parks tennis champion. 

One of the mechanics had be- 
gun raising Great Danes as a 
hobby, which had grown into a 
business, and he 
Great Danes in almost 
state in the union. 

One of the office employes, an 
assistant accountant, 
brother who was a professional 
football player and had starred 
at the game ever since he had 
signed his first professional con- 
tract. 

One of the girls in the office 
had a distant relative who had 
been named a Waumpus star in 
Hollywood and had played small 
bits in recent motion pictures. 

Perhaps at first glance none of 
these items would indicate that 
they could be used to sell the 
mame of the dealership to the 
public, but what publicity ma- 
terial it turned out to be! 

Kept Before Public 

But this is what happened. The 
dealership’s name was kept be- 
fore the newspaper reading pub- 
lic in that city and surrounding 
territory for more than four 
months with the above material. 
Not only were the local news- 
papers used but also four week- 
lies in the same city, a magazine 
devoted to auto club and auto- 
motive interests as well as week- 
ly newspapers in nearby towns 
where employes lived at lakes 
during the summer months. 

The Lusitania story was easy 
to crack. Pictures were obtained 
from the daily newspaper files, 
showing the ship and the photo 
of the dealership official was 
superimposed on it for a layout. 

With the United States govern- 
ment issuing so many special 
stamps every year stories on the 
stamp expert in the dealership 
were easy to place. — 

The father of the tennis cham- 


is now selling | 
every | 


had a| 


for the newspaper’s sports sec- 
tion, and an article compared 
tennis as it was played in his 
youth and at the present time. 

Everybody is interested in dogs, 
and the bigger the dog the great- 
er attention value it has. The 
story on the Great Dane breeder 
resulted in so much interest that 
it was decided to place several of 
the huge dogs on exhibition in 
the display room. Many times the 
lobby was actually 


® 


» —_— 


that hit many a sports page. 
They had a photograph of each 
and these were pasted together 
so it appeared that they had 


| posed side by side. 


| this 


congested | 


with dog lovers and also the just | 


curious. 


| tory 


The fellow with the football-| 
| playing brother made up a story | 


the columnists men- 
fact that the girl of- 
fice employe was eagerly follow- 
ing the movie career of her 
cousin in Hollywood. 

all of 
that it 


And even 
tioned the 


not in- 
automo- 
biles, but the sole purpose was 
realized. The dealer got his 
name in the paper and through 
judicious insertion of the name 
of the automobile he sells the 
public associates the dealer with 
particular automobile and 
this dealer. 

As mentioned, 


this 
will 


Now 
dicate 


may 
sell 


this dealership 
is not the largest in the terri- 
but the continual appear- 
ance of the company’s name has 
(Continued on Page 25, Col. 5) 





ROUGH RIDING onthe 


Locking lack 


BUT THE GLORIFIED STEEL BODY 
CAN TAKE IT! 


a no guesswork about the strength and 
solidity of the Unisteel Turret Top Body by Fisher. 


Before it was given a final O.K., this steel-fused-to- 
steel structure had to submit to the rocking rack 
ordeal—and come through with flying colors. 


This and other exacting tests have demonstrated 
that the Unisteel Body has no equal for torsional 
strength, beam strength, and freedom from squeaks 


and rattles. 


No wonder this glorified steel body is accepted as 
the synonym for motoring safety as well as being 
recognized as a standout for smart styling. 


Complete protection without a single vulnerable 
point is exemplified in this steel-fused-to-steel unit 
—steel over head, steel under foot, steel on all four 
sides . . . all insulated against cold, heat and noise. 


And matched with safety in this glorified steel Body 


| Vii House tout Opposes 


Diversion, Fuel Tax Jump 


| 


By 

RICHMOND, Va. (UTPS).- 
Virginia advisory legislative coun- 
cil committee, headed by Speaker 
Ashton Dovell of the house of 


delegates has gone on record as} 


opposing diversion of highway 
funds for any purposes other than 


| the construction of roads. 


At the same time the group, in 
conference at the capitol with 
Henry G. Shirley, state highway 


| commissioner, and John Q. Rhodes 


jr., director of the state division 
of motor vehicles, decided to 
recommend that no 


|of five cents a gallon or in the 


T. D. 
A| 


change be 
made in the present gasoline tax | 


EATON 
present automobile license rate of 
40 cents per 100 pounds. 
Approval was given the 10- 
year road building program 
recommended by the former 
Rogers commission, but defeated 
| by the 1936 general assembly. 
Explaining the committee’s rea- 
son for opposing a reduction in 
|the gasoline and automobile li- 
cense taxes, Dovell said all the 
| funds derived from these sources 
are necessary if a primary road 
system is to be completed within 
a reasonable time. 


To feel the pulse of the industry, 
| consistent reading of Automotive 
Daily News is a necessity. 





by Fisher you get the comfort and luxury of larger 
doors, wider seats, and roomier interiors, with the 
welcome advantages of Fisher No Draft Ventilation. 


Offered only on General Motors cars, the Unisteel 
Turret Top Body by Fisher matches the chassis 
of these automobiles in advanced design, engineer- 
ing and flawless workmanship. 


7 7 


Only Body by Fisher has 


all these Safety and 


Comfort Features: 


1. Improved visibility, front 
and rear. 2. Streamline style— 
roominess for greater comfort. 
3. Saftiseal floor — protects 
against exhaust fumes. 4. Im- 
proved No Draft Ventilation 
with Safety Plate Glass all 
around, &. Giant luggage com- 
partments “flowed” integral 


with body. @. Wider seats and 
larger door openings.7~ Turret 
Top for extra safety and dur- 
ability. 8. New two-way adjust- 
able front seat. @. Fisher inte- 
rior styling—upholstery and fit- 
tings. 
tion throughout — with all the 
steel panels insulated against 


10. Unisteel construc- 


heat, cold and noise. 


| CONRan 


tHE UNISTEEL turret TOP BODY BY 


ON GENERAL motoRS nee ONSY: CHEVROLET » PONTIAC - OLDSMOBILE . BUICK? 


*On the'n most’ renee models — 


ote ain, 


tA SALLE 


 CADILLACS 





EO RA SR 


DALLAS, Tex.—A 40 per cent 
increase in sales of lubrication, 
service and parts, in four months 
following modernization of these 
departments, is reported by 
Dallas Motors, Inc., Pontiac deal- 
er. 

Plenty of white paint and at- 
tractive signs and awnings were 
installed to attract attention to 
the approved and standardized 
Pontiac equipment and system. 
A modern lubrication hoist with 
high speed power grease guns 
was installed; an airy and open- 
to-the-public parts and _ acces- 
sories department was set up with 


display counters and racks prop- | 


erly placed. 
Accounting department figures 
for 1936 by months compared 


months this year clearly indicate 


the increases that have been re-| 


corded since the modernization 
work was completed. 

To what extent this new equip- 
ment has been reflected in cus- 
tomer labor sales in the service 
department also is shown by the 
following figures: 

Lubrication Department Sales 
Month 1936 1937 
January ....$ 280.15 $ 460.00 
February 278.00 235.00 
311.20 765.95* 
319.42 868.05* 
341.00 965.40* 
318.00 980.00* 
364.00 1,030.00* 


Total 7 mos. . $2,211.77 $5,304.40 
*After modernization. 
The first month’s 


business after modernization was 


What is 
THE DIGEST? 


A stranger sharing a car seat with 
me was reading THE DIGEST. 
“What kind of a magazine is it?” I 
asked him. “It’s this way,” he said. 
“Monday morning, I get reports 
from all department heads, which 
give me a complete summary of my 
business. On Wednesday, I read 
THE DIGEST and feel that I have 
been handed a complete summary 
of the world. To me, THE DIGEST 
is an essential service, not just some- 
thing to read.” 


There are three broad divisions to 
THE DIGEST. First—“Story of a 
week”—is a digest of important 
news events, brief, accurate and vivid 
but not flippant. 


Second is a feature section. Some 
situations are what you might call, 
“News - breeders.” They are the 
rumblings of coming events and up- 
heavals, With candid text and photo- 
graphs, THE DIGEST visualizes 
these significant highlights of the 
passing show. 


The third division is, “Reading 
Around the World.” A large staff 
of editors reads current magazines, 
newspapers and books of the world 
and selects the essence. This division 
keeps you posted on what the world 
is g- 


THE DIGEST is for busy, vigorous- 
minded men and women. Such people 
earn good incomes. The half million 
families reading THE DIGEST con- 
stitute a market for higher quality 
merchandise. 


ALBERT SHAW, Jr. 
PUBLISHER OF 


Digest 
233 Fourth Avenue 
New York City 
Detroit Office: 


710 Stephenson Bldg. 


| February 
with the figures for the same} 


lubrication | 
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Modernization Increases Texas Dealer’s Sales 40% 


Sharp Gain Registered 
In Four-Month Period 


‘hree times that of the previous 
nonth and more than twice the 
corresponding month of 1936, 
while each month since March 
has shown a steadily increasing 
gain over both the _ previous 
month and over March, 1936. 

The total lubrication for the 
first seven months this year 
showed an increase of 141 per 
cent which included two months 
of 1937 before modernization. 

Six months of customer labor 
sales this year and last year re- 
veal an equally impressive in- 
crease dating from the time of 
modernization. 

Customer Labor Sales 

Month 1936 
January 


1937 
$ 1,973 

2,281 

3,510* 

2,263* 

2,511* 

2,807* 
Total 6 mos... .$10,592 $15,345 
*After modernization. 

Here again there has been an 
increase of almost 50 per cent in 
customer labor sales for the six 
months’ period, although the first 
two months of both years were 
under the old equipment method 
of operation. 

The effect of proper display 
with up-to-date merchandising is 
brought out in the following 
parts sales figures for the first 
six months of this year and 1936: 

Parts Sales 

Month 1936 
January 
February 


1937 
$ 1,067 
1,531 
2,261* 
1,615* 
1,312* 
2,349* 


Total first 6 mos..$9,012 
*After modernization. 

The four months’ sales since 
modernization made up the $900 
loss of the first two months and 
added another $1,000 gain besides 
for the period. 
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SINCE THIS DEPARTMENT was modernized March 1, lubrication sales of the Dallas Motors, 
Inc. (Pontiac), Dallas, Tex., have increased from $2,211 in 1936 to $5,304 for the corresponding seven 
months of this year, All of the increase has taken place after the first two months of this year. 


Makers to Study 


Material Scarcity 


MONTREAL. — Canadian auto- 
mobile manufacturers will once 
more appear before the Canadian | 
tariff board on Sept. 20, but this 
time it will be to renew their 
complaints about difficulty in ob- 
taining certain raw materials and 
not to press their claims for in- 
creased protection. 

R. B. Bennett, 
leader, last session brought to the 
attention of the house the prob- 
lem confronting the motor in- 
dustry of getting needed supplies 
of black steel sheets. These con- 


| 
| finance, 


conservative | 





cerns declared the Canadian steel 
industry was unable to supply 
them. When Bennett urged that 
until this domestic supply prob- 


lem was. solved, black sheet 
should be admitted free from the 
United States, the minister of 
Hon. Charles Dunning, 
undertook to have this situation 
further explored by the tariff 
board,and the hearing will begin 
Sept. 20 to deal particularly with 
the black sheet scarcity. 


GM Acquires Unit 


LOWELL, Mass.—A part of the 
Merrimack Mfg. Co. here has been 
taken over by the General Motors 
Corp. for the manufacture of auto- 
mobile seat covers. E. Clayton from 
Toledo, O., has been placed in charge. 


ADN’s weekly estimates of car and 
truck production, appearing in the 
Wednesday “pink sheet,” were more 
than 98 per cent correct compared 
with actual U. S. figures for 1936 
and the first half of 1937. 


Studebaker Sales 


Soar in Canada 


WALKERVILLE, Ont.—An in- 
crease of more than 85 per cent 
in sales of Studebaker passenger 
cars and trucks was registered in 
August, over the same month of 
last year, according to M. S&S. 
Brooks, general manager of the 
Studebaker Corp. of Canada, Ltd. 


“In the first eight months of 
this year,” said Brooks, “we have 
sold 39.2 per cent more units than 
in the similar period of 1936. 

“Sales of Studebaker trucks are 
continuing at a fast clip with 
August figures 183 per cent ahead 
of last August.” 


NEW PASSENGER CAR REGISTRATIONS 


Figures supplied by R. L. Polk & Co. with exception of New Jersey, supplied by New Jersey Motor List Co.. ana Metropolitan New York area which are compiled by Sherlock & Arnold. 
GENERAL MOTORS GROUP 
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in violation of the existing agree- 
ment with the corporation, Un- 
der this agreement, an elaborate 
machinery for handling griev- 
ances was established. In spite of 
this, however, employes with real 


Colonial America 
Inspires a New 
Car Color Series 


By H. E. HALLAS 


DETROIT.—The endless search 
for distinctive new colors for mo- 
tor cars this time has led back to 
the colonial beauty of old Wil- 
liamsburg; 18th century capital 
of Virginia. 

A fragment of a church ward- 
en’s long-stemmed clay pipe, a 
piece of old pewter, bits of salt- 
glazed pottery, scores of glazed 
brick heading, interiors and ex- 
teriors of old Williamsburg’s 
buildings, fabrics, furniture—from 
these elements of what was co- 
lonial America’s most beautiful 
city will the body colors of many 
1938 automobiles be derived. 

The new automobile series, pro- 
duced by the Ditzler Color Co. of 
Detroit, reproduces authentic 
basic colors found at Williams- 
burg, together with a collection of 
derived shades. A large number 
of these basic colors, applied to| 
panels made of the actual sheet 
metal of car bodies, appear in a 
new volume recently published by | 
the company. 

Restoration of Williamsburg to| 
its colonial state, after a century 
and a half of decay, through 
medium of Rockefeller millions, 
is now largely completed. Rights | 
to the use of the basic colors and 
the use of the Colonial Williams- | 
port mark of authenticity were | 
granted to Ditzler by Williams- | 
burg Restoration, Inc., organiza- | 
tion in charge of the project. 
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UAW Concedes GM’s Right to Discipline Strikes 


Move Opens Path to Stop 
Wildcat Production Halts 


(Continued from Page 1) 


or 
to strike action rather than to 
the machinery provided for ad- 
justing disputes. 

Under the terms of the letter 
presented to GM this week by 
Martin, the corporation’s right to 
discharge or suspend employes 
for cause is recognized, subject to 
the right of appeal through the 
grievance machinery set up un- 
der the present contract. 

With plant discipline thus placed 
directly under the control of the 
corporation management again, 
Martin now feels that the objec- 
tions raised by the corporation 
two months ago when the subject 
of changes in the current contract 
was broached, will be withdrawn. 
He has outlined an 11-point pro- 
gram which the UAW wishes to 
discuss with corporation officials. 

This program includes sole bar- 
gaining rights for the UAW in 
the corporation’s plants, in the 
United States and Canada. It also 
seeks recognition of the shop 
steward system; seniority clause 
adjustments; uniform procedure 
for handling cases involving dis- 
cipline and discharge; seven- 
hour day, 35-hour week, with| 
time and one-half for overtime 
and double time for holidays. 

Demands also will be made for | 


& 


imagined grievances resorted | 





vacations with pay, according to| 
Martin, but no specified number | 
of days off is mentioned. Other 
points in the current contract 
which the union seeks to revise 
are: timing operations; physical 
examinations, health and safety} 
provisions; classifications of work | 
so all workers doing the same 
work receive the same pay; modi- 
fication of terms of notification to 
change or supplement agreement, | 
making 30-day notice sufficient. | 
In the question of pay Martin 
said the union would ask a gen-| 
eral 10 per cent increase for all 


| workers. 





Text of UAW Resolution 





DETROIT.—Following is the 


this week by the executive board 


of the United Automobile Work- | 


ers, by which the union agrees 
on the disciplinary measures to 
be undertaken by the company 
against employes guilty of start- 
ing wildcat strikes: 


The union agrees that it is the 
responsibility of the management 
to maintain discipline and effi- 
ciency in its shops and the right 
of the employer to hire, discipline 
and discharge employes for cause 
is expressly recognized, subject 
to the right of appeal through the 
grievance procedure. 

The union recognizes and agrees 
that unauthorized strikes, stop- 
pages of work, and deliberate re- 
duction in rate of production be- 
low standards established ac- 
cording to Section C of the agree- 
ment, before all the steps set forth 
in the grievance procedure have 
been complied with, are indefen- 
sible and for a violation of this 
provision by the union, its of- 
ficials or members, the company 
will discharge or otherwise dis- 
cipline the employe or employes 
known to be or found guilty 
thereof, and the union shall take 
effective disciplinary action 
against the member or members 
of the union responsible therefor. 


Noncompliance on the part of 
the union with the above pro- 


| visions shall be deemed a breach 


of the agreement and a _ just 
cause for immediate suspension 
or cancellation thereof by the 
company. 

The revision which the UAW 
executive board instructed its of- 
ficers to present to General Mo- 
tors is as follows: 

1 Recognition of the Interna- 

tional Union, United Automo- 
bile Workers of America, as the 
sole collective bargaining agency 
‘for all employes in General Mo- 
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Illinois, North Carolina, North Dakota, Rhode 


NON-AFFILIATED GROUP 


;tors plants in the United States 
text of the resolution approved | 


and Canada. 


2 Recognition of the shop stew- 
ard system as a part of 

the collective bargaining agency 

throughout all GM plants. 


9 Revisions and additions to 

the seniority clause to pro- 
vide seniority for all employes 
having 15 days accumulative 
service and to provide corpora- 
tion-wide seniority in cases of 
decentralization of production. 
A, Establishment of uniform pro- 

cedure to handle cases of dis- 
cipline and discharge. 


f™ Revision of the hours of 

“” work clause to provide for a 

seven-hour day and 35-hour week 

and certain provisions providing 

for time and a half and double 

time. 

6 Provision for a vacation with 
pay for all employes. 

7 Revision of the clause deal- 
ing with timing operation. 

8 The addition of a clause to 
provide a uniform procedure 

for physical examination prior to 

and during employment. 

9 Insertion of a clause provid- 
ing for health, safety and 

sanitation. 

1a of the wage pay- 
ment clause to set up a uni- 

form 

and standarized rates of pay in 

all GM plants. 

| ] Modification of the terms of | 

41 notification to change or} 

supplement the agreement. 


classification of operations | 
|these publicity experts to work 





Dealers Wage Fight 

VANCOUVER, B. C.—British Co-| 
lumbia motor dealers, alarmed over 
a threatened substantial increase in|} 
freight rates on movement of motor 
cars from eastern Canada to 
coast, are conducting a _ vigorous 
campaign to prevent it. Aid of the 
board of railway commissioners, 
members of parliament and business 
organizations throughout the coun- | 
try is being sought. 
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Dealer in Mia 
Gives Answer to 


Publicity Problem 


(Continued from Page 23) 
made the public associate ag- 
gressiveness, good business sense 
and an excellent employer-em- 
ploye relationship with this par- 
ticular dealership. 

The publicity problem of the 
individual has been discussed 
with an average of over 100 
dealers, small and large, per 
month. Of course, the majority of 
them associate a publicity pro- 
gram with high costs. Others 
think that the prepared material 
they receive from the factory 
headquarters is enough. These 
are logical conclusions. 

But there is a minority, about 
one-fourth of those interviewed, 
that believe the factory should 
give more attention to the pub- 
licity problems of the individual 
dealers. They believe that some- 
where in the headquarters organ- 
izations should be a staff of for- 
mer newspaper editorial men, ex- 
perts in publicity, whe would visit 
the dealers twice a year and lay- 
out and plan a publicity program 


|for periods of six months, until 


the next visit. 

Perhaps the best solution, if 
such a plan were adopted on a 
businesslike scale, would be for 


out of the zone offices. Thus they 
would become better acquainted 
'with the problems of that par- 
ticular territory and these prob- 


/lems would narrow down to the 


individual dealer. 


At the next annual meetings of 
three state dealer organizations 


lin the midwest, this problem of 


publicity for the dealer will be 
thoroughly aired. 


ADN’s Almanac, published once a 
considered THE reference 
book wherever automotive informa- 
tion is desired. 


is 


iw 121A 


BREAKAGE 
ENDED.... 


‘WITH NICKEL STEEL TOOLS 


The superior properties of Nickel 
Alloy Steels, demonstrated so well 
in the construction of automobiles, 
are serving with equal facility on 
the tools that make the cars. De- 
sirable features of portable tools 
in automotive production are light 
weight and high speed, combined 
with high power. For this reason, 
several years ago when Skilsaw, 
Inc., brought out the early ex- 
amples of its present line of tools, 
they decided to boost speed and 
power without sacrificing light 
weight. This was accomplished by 
the use of stronger materials that 
could take more punishment with- 
out any increase in size. Case- 
hardened Nickel molybdenum steel 
was selected for saw shafts and 
through its use, breakage has been 
entirely eliminated. The same ma- 
terial is used for the saw worms. 
In electric drills, the gears are 
made of Nickel chromium steel 
which machines 
easily and shows 
excellent wear- 
ing qualities. 


THE 
INTERNATIONAL 
NICKEL COMPANY 
INC. New York, N.Y. 





Price Average 
Up Slightly on 
24 Top Stocks 


By C. J. ALEXANDER 


NEW YORK.—Doing much bet- 
ter than the market as a whole, 
securities of automotive compa- 
nies in the week covered by the 
ADN stock price averages, a 
little more than held their own. 
This was one of the features of 
the stock market action of the 
week ended with the close of 
trading Sept. 15. 


While the accepted stock mar- 
ket averages were off several 
points, the price average of 24 
representative motors, including 
four tire and rubber companies, 
were up slightly. 


There were some losses, some 
gains and a number of stocks un- 
changed over the week but the 
parts and accessory group was 
able to rise a full point, in the 
average, and this was the de- 
cided factor. 


General Motors and Chrysler, 
the automotive leaders and often 
leaders of the market, were un- 
changed oyer the week. Mack 
Trucks was off slightly but gains 
by Nash and Packard brought a 
slight rise in the price average of 
the 10 manufacturers of cars and 
trucks. 


A gain of two points by Briggs 
was the feature of the parts and 
accessory group, but gains of a 
point were general in this di- 
vision. 

In the tire group, an advance 
of two points by Goodrich was 
the feature, the remaining three 
leaders of this division, Firestone, 
Goodyear and U. S. Rubber, hav- 
ing no net change. 


It has been a hectic week in 
financial quarters, where there is 
more pessimism than in Wash- 
ington or in many of the in- 
dustrial centers of the country. 
The statement by President 
Knudsen, of General Motors, that 


he was very optimistic on the! 


outlook for the coming year 
helped sentiment among the hold- 
ers of motor shares. 


In line with the discussion in 
this column last week, 
it was pointed out that the profit 
margin rather than the volume 
of gross business was one of the 
subjects of concern in Wall 
Street, Secretary Roper, of the 
department of commerce, said 
Wednesday that American busi- 
ness was entering a 
smaller but “safer profits.” 


If it turns out, however, 
smaller profits come from 


that 





in which | 


period of | 
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Motor Shares Feature Hectic Week on Wall Street | 


shape of larger distribution of 
wages, it would appear but a 
question of time until increased 
buying power will enlarge gross 
sales sufficiently to restore profits 
to past levels. 


Business should welcome such 
a development in that it would 
raise the standard of living of 
the people as a whole and widen 
all markets. 


The ADWN stock prices averages 
for Sept. 15 compared as follows 
with the preceding week and a 
year ago: 

Year 
Change Ago 
+0.16 48.48 
+0.03 51.07 


last 
Week 
36.85 


This 
Week 
36.91 
38.39 


24 motors .. ag 
10 car-truck co.’s .. 38.36 
19 parts-acces. oe 34.26 35.26 1.00 43.02 
4 tire-rubbers 33.00 33.37 0.37 26.99 

General Tire & Rubber Co. has 
declared the regular quarterly 
dividend of $1.50 a share on its 
preferred stock, payable Sept. 30. 
This is at the rate of 6 per cent 
of the securities. 


McQuay-Norris declared the 
regular quarterly of 75 cents on 
its capital stock, payable Oct. 1. 
Ainsworth Mfg. Co. declared 30 
cents on its common and $1.75 on 
its preferred, payable Oct. 1. 

Willys-Overland declared 15 
cents on its $10 preferred, pay- 
able Sept. 30. Muskegon Motor 
Specialities declared $1 on _ its 
Class A preferred, payable Oct. 1. 
Midland Steel Products declared 
the regular quarterlies of 50 cents 
on the common, $2 on the 8 per 
cent preferred and 50 cents on the 
$2 preferred, all payable Oct. 1. 


N.Y. Factory Employment 


Rises 1.1% in August 


ALBANY.—Factory employment 
in New York for the state as a 
whole increased 1.1 per cent from 
July to August while in New York 
city alone the increase was 6.9 
per cent, acording to Elmer F. 
Andrews, state industrial com- 
missioner. Payrolls were approxi- 
mately one and one half per cent 


| higher. 


in- | 


creased operating expenses in the | 


Bethlehem Steel 
Plans Expansion 


JOHNSTOWN, Pa. — Expansion 
that will increase production 20 
per cent in some departments of 
its Cambria works was announced 
this week by Bethlehem Steel 
Corp. The program is already 
under way. 


New equipment has been pur- 
chased, company officials stated, 
and ground was to be cleared 
this week for enlarging the axle 


plant. The rod and wire mill and| 


the spring wire works will also 
be enlarged and improved. 
The announcement was made 


as the hearing conducted by the| 


National Labor Relations Board 
on charges that the company had 
violated federal labor legislation, 
entered its second week. 


General Pays $ I 00 


AKRON —Directors of the General 
Tire & Rubber Co. have just de- 
clared the regular quarterly divi- 
dend of $1.50 a share on the com- 
pany’s preferred stock, the dividend 
being payable on Sept. 30 to stock- 
holders on record as of Sept. 20. 


| 
| 





The metal and machinery 
groups, clothing and millinery and 
textiles all showed substantial 
gains in employment as groups. 
Automobiles, airplanes, etc., how- 
ever, showed a slight loss. 








|ing the third quarter is currently 
| estimated at around 1,000,000 units | 


|ing period 


Last Minute Wall Street Wires 
From C. J. ALEXANDER 


Wall Street Correspondent, Automotive Daily News 


NEW YORK, Sept. 17 (3:30 P.M.).—General Motors was one 
of the best acting of the stocks today in a sloppy market. 
It came back nicely from the low point of the day. 
Motors were generally lower. However, along with securi- 
ties generally the motors showed signs of wanting to go 
ahead but lacked support elsewhere. 


Increase in T 





ire Profits 


Seen for Third Quarter 


CLEVELAND.—Although ship-, 


ments of tires by manufacturers 
during the third quarter will do 
no more than about equal ship- 
ments during the same period last 
year, dollar volume and profits 
should show a _ substantial in- 
crease, it is reported this week by 
the Wall Street Journal. 

“Original equipment sales by 
manufacturers which have been 
the backbone of the tire business 
during the second and thus far in 
the third quarter,” the Journal 
states, “will in all probability, 
show a gain of between 10 and 
15 per cent over the third quarter 
last year, owing to increased car 
and truck production. 

“Replacement sales, which} 
spurted in the first quarter only 
to drop well below last year in 
the second three months contin- 
ued to run somewhat under last 
year during the first two months 
of the third quarter. This drop 
has been more than offset, how- 
ever, by higher prices which have 
boosted dollar volume,” the Jour- 
nal asserted. 

“Car and truck production dur- 


as against 867.210 in correspond- | 
last year. Allowing 





| Workers, a CIO affiliate, 


five tires to an automobile or 
truck, this would raise original 
equipment demand to around 
5,000,000 tires from about 4,335,- 
000, a gain of approximately 15 
per cent. 

“Replacement sales, while some- 
what below last year during June, 
July and August, have followed 
the seasonal sales trend, accord- 
ing to trade sources, with July 
showing a gain of around 5 per 
cent over June, August dropping 
slightly under July and September 
apparently destined to fall about 
15 per cent under August. 

“The price situation has 
strengthened during the past few 
weeks and there seems to be 
little likelihood at present of any 
disruption in the retail market. 
Most of the price cutting now 
occurring consists of long allow- 
ances on old tires traded in. 

“Labor situation is quiet de- 
spite the overwhelming victories 
scored by the United Rubber 
in elec- 
tions held recently in Goodyear 
and Goodrich plants. 

“Outlook for the fourth quarter 
is believed quite good as a result 
of increased buying power, par- 
ticularly in agricultural regions.” 


AUTOMOTIVE STOCK QUOTATIONS 


AT CLOSE OF MARKETS, FRIDAY, SEPTEMBER 17, 1937 


(Furnished by Wm. oO. Roney Campane, Union Guardian Bahiing, Detroit) 


NEW YORK 


1937 
High Low 


Last Sale 
Sept. 17 Sept. 10 


Last Sale 
Sept. 17 Sept. 10 


NEW YORK 





Allis Chalmers Mfg. 
American C. & F. 
American Chain 
Auburn Auto 
Bendix Aviation 
Beth. Steel 

Bohn A. & B. 
Borg-Warner 

Briggs Mfg. 

Budd Mfg. Co., E. G. 
Budd Wheel Co. 
Chic. Yellow Cab (1) 
Chrysler 

Clark Equip. 
Cleveland Gr. Br. 
Collins & Aikman 
Com. Credit 
Commercial Inv. T. 
Continental Motors 
Curtiss-Wright 
Curtiss-Wright A 


du Pont de Nemours ........... 
Serer 


Eaton Mfg. 
Electric Auto-Lite . 
Electric Storage Battery 
Evans Pr-ducts 

Federal Motor 
Firertone T. & R. 
Gabriel Co. A 

General Elec. 

General Motors 
Glidden 


41% 

7% 
647, 
701, 
511, 

50! 
47%, 
15 

8 
277%, 
41 
234%, 


Goodyear T. & R. 
Graham-Paige 

Hayes Body Corp. 
Houdaille-Hershey B 
Houdaille-Hershey A 
Hudson Motor 
Hupp Motor 

Inter. Harvester 
Johns-Manville 
Kelsey-Hayes W. 


4 

120 

155 
23% 


Ss OR ie nb knecsara danas 


Kelsey 
Lee R 


54 
32 
241, 
12% 


191, 
277%. 


Mack 


Midland Steel 


80, 
" Motor 


Motor 


Murray Corp. 


Nash 


Prcific 


Packard 
Raybestos Manhattan 
Reo Motor 


Repub 


Socony Vac. 
Snorks-¥ 


Spicer 
Stewar 
Studeb 
Therm 


Libbey- 
Ludlum Steel 


9%, 
18 
561, 
26% 
34% 
34 
2714 
17 

9 
15 
20 

7%, 
30 

3%, 
287 
17% 

4Y, 


-Hayes W. B. 
ubber & Tire 
Owens-Ford Glass 


Trucks (1) 


Products 
Wheel 


Kelv. 
Mills 


lic Steel Corp. 


‘ithington 
Mfg. 

t-Warner 

aker 

oid Co. 


Thompson Products 


Timke 
g 6. 
VU. S. 
West’! 
White 


Timken-Det. 


Axle 

n Roller Bear. 
Industrial Alcohol 
Rubber 

house E. & M. 
Motors ... 


Yellow Truck 


Young 


Asbest 


Geclns BF Wied occcccccs cece 


CHICAGO 
os Mfg. 


Bendix Aviation 


Borg-Warner 


Houda 
Modin 


ille-Hershey B 
e Mfg. 


Perfect Circle 


Pines 


Winterfront 


Woodall Industries 


Hoove 


DETROIT 
r Ball Bearings 


Murray Corp. 


Continental Motor 
Outlook Held Best 


Since Boom Days 


MUSKEGON, Mich. — Outlook 
for the Continental Motor Corp. 
is more promising than at any 
time since 1929, and expanding 
schedules in all lines of produc- 
tion are in prospect for the final 
quarter of the year, according to 
W. R. Angell, president. 


When the winter’ schedule 
starts Nov. 1, at least 300 men 
will be added to the present force 
of 1,100. The bulk of new produc- 
tion in the plant here is repre- 
sented by two new contracts 
covering motor trucks and trail- 
ers. 


In addition to the truck and 
trailer motor output, the present 
production schedule _ includes 
motorbus and industrial motors 
and an inexpensive single-cylinder 
motor designed to furnish light 
for trailers. The small trailer 
motors are called “Tiny Tim” and, 
according to Angell, demand for 
them has far exceeded production 
expectations. 


The small motors are finding 
successful place in the export de- 
partment of the company, with 
21,000 units shipped to South 
America in the past summer. 


The financial statement of the 
corporation, issued for the nine 
months ended July 31, shows a 
profit of $88,000 as compared to 
a loss of $149,000 for the cor- 
responding period of last year. 
Earnings during the _ second 
quarter of this year amounted to 
$53,000 before taxes, as against 
approximately the same amount 
in losses in 1936. 


Jump in Assets, 
Deficit Cut Is 
Shown by White 


CLEVELAND.—An increase in 
assets and reduction in deficit is 
shown by the White Motor Co. in 
a report for the first half of the 
year. 


Current assets of the company 
and subsidiaries as of June 30, 
including $1,864,936 cash, 
amounted to $18,386,752 and cur- 
rent liabilities were $4,535,375. 
These compare with cash of $1,- 
470,126, current assets of $16,- 
975,407 and current liabilities of 
$4,577,152 on June 30 last year. In- 
ventories were $11,003,048 against 
$10,750,833. 

Capital surplus account is as 
follows: Surplus arising from re- 
duction of par value of 625,000 
shares of stock from $50 a share 
to $1 a share $30,625,000; deduct: 
Reduction in carrying value of 
good will, patents, models, trade 
marks, etc., $5,388,909; write-off 
of deficit in the account of con- 
solidated earned surplus $5,055,- 
940, leaving capital surplus on 
June 30, 1937, of $20,180,151. 

The earned surplus account is 
as follows: Deficit January 1, $5,- 
709,138; deduct: Net income for 
the six months ended June 30, 
$653,198; amount of deficit written 
off to capital surplus $5,055,949, 
leaving no balance as of June 30. 


Finance Conference 


To Meet During Show 


CHICAGO.—The American Fi- 
nance Conference has selected the 
week of the 38th annual Chicago 
automobile show for holding its 
fourth annual convention here, 
the dates having been set as Nov. 
10 and 11. Part of the progr.m 
calls for a visit to the show. 


Over 600 are expected to attend 
the meetings. 


For news of the men who make 
news in the automotive world, read 
Chris Sinsabaugh’s authoritative 
“Sparks” column. 


| 





Sparks 
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B Chris 
y Sinsabaugh 


(Continued from Page 1) 


Hufstader, 


Advertising Manager, Sales Chief Dave Ralston, 


who 


Corpe and Chief Engineer Charley | took us into their confidence as 


Chayne. I looked around the big 
hall and was intrigued by the 
signs which hinted at the good 
things Buick has up its sleeve. 
One said “Dynaflash Engine,” an- 
other “Torque Free Springing” 
and a third “Self-shifting Trans- 


mission.” I won’t try to interpret | - 


but mebbe you 
and 


them for you, 
can read between the lines 
get what I am hinting about. 


Buick finished the 1937 run with | 


220,000 sales. It should have been 
at least 20,000 more if labor 
troubles had not interfered. So I 
can understand the optimism of 
Bill Hufstader in setting his 1938 
quota at 260,000. He ought to 
make it, for his dealer organiza- 
tion now numbers 2,831, the larg- 
est count in the history of the 
company. And they’re a satisfied 
lot of dealers, too, for Hufstader 
told us that during the first seven 
months of 1937 the Buick dealer 
organization as a whole showed 
a net profit that was $4,872,000 
greater than the entire net profit 
for the year 1936. 
* * * 

THE TOM-TOM SPECIAL’S 
next stop was at Hudson. The 
new cars were shown at the Ma- 
sonic Temple and, unusual at pre- 


views, the management gave us| 
the go-ahead in telling the world | 
line consists of | 


that the new 
three completely new Hudson- 
built chassis, which will carry the 
Hudson six and eight and the 
Terraplane. Looking them over, 
I noted a new treatment of the 
front grille which accentuates 
the longer hood line. The in- 
teriors have been improved, the 
bodies are the roomiest and most 
luxurious that Hudson ever have 
built, while of course Hudson’s 
automatic shift transmission is 
continued. 

In the way of entertainment for 
the newspaper men, Bill James 
held a tea party which preceded 
a big dinner, which wound up 
with several rattling good boxing 
exhibitions. 

‘. a «& 

Bill Tracy, sales chief, is set for 
a busy season. He has the largest 
sales organization in seven years, 
some 1,446 new distributors and 
dealers having joined up during 
the past year. 

* * x 


to future plans; then to the golf 
club for lunch and then back to 
the special train. And we were 
back in Detroit at 5:15 p.m. All 


|‘short and snappy and everything 





handled to the queen’s taste. I’ll 


to Carl Havens. 

I’d like to tell you about the 
new stuff but the lid still is on as 
to that. Oldsmobile is going into 
its forty-first year with this line, 
the grandpappy of the automobile 
industry. Dave Ralston and his 
men will finish the calendar year 
of 1937 with 225,000 sales, it is 
estimated and is expecting to 
make ’'38 even better. Right now 
the plant is turning out 400 units 
a day, which pace will be in- 
creased soon. Daily meetings of 
dealers and their salesmen are 
being held in Lansing. In all, 
8,500 are expected to attend and 
each will drive home a new car. 
* * * 


WILLYS-OVERLAND is on the 


eve of announcement of its new 
line, which will be made inside a 
fortnight. So Dave Wilson and 


Nelse Beardsley had something 


to show us at the preview party. 
No radical changes have been 
made but there are improvements 
that are most noticeable. Sept. 30 
is the end of the company’s fiscal 
year and on that date Dave Wil- 


| son will have made good his pre- 
| diction, the production and sale 
|}of 70,000 units. And the outlook 


is so good that he’s bullish as to 
1938 and without a tremor he an- 
nounces plans to build 125,000 
cars and sell ’em too. And if 
Beardsley don’t, Wilson says the 
voice of the sales manager will 


|not be heard at the 1939 preview 


GOING TO OLDSMOBILE was | 


a deluxe adventure. Tom-tom 


Beater Dud Carson, working un- | 


der the direction of Advertising 
Manager Carl Havens, took us to 
Lansing on a special train con- 
sisting of ffive dining 
whisked us in buses to the engi- 
neering building to look at the 


cars, | 


| looked 


| 
| 


party. A veiled threat, mebbe, but 
it didn’t seem to worry Beardsley 
any. 

Oh, yes, the entertainment of 
the previewers. More than 150 of 
us took pot-luck with Ward 
Canaday, chairman of the board. 
The encampment was at the 
staid old Toledo Club and there 
wasn’t an idle moment during 
that fortification of jollity and 
good cheer. Every Paul Pry 
within gunshot of Toledo was 
there. If they didn’t have tickets 
they crawled under the tent or 
carried water to the elephants. 

WHICH BRINGS this log up 
to Friday when Dodge was host. 
We lunched at the Masonic 
Temple, along with a big turn- 
out of dealers in this war zone, 
at some mighty interest- 
ing movies picturing the Dodge 
line and the like, following 
which we who believe in the old 


new models and listen to General | English custom of taking tea at 
Manager Charley McCuen and/4 o’clock, adjourned to the Book 





Coming Events 


SEPTEMBER 
15-17—Akron. SAE Section Regional Tractor 
Meeting. 
29-30—Chicago. National 

nance Companies 
29-Oct. I—Chicago. SAE Section 
Transportation Meeting 
30-Oct. 1—Tulsa. Okla. SAE Fuels and Lubri- 
cants Regional Meeting 
OCTOBER 
7- 9—Los Angeles. Ambassador Hotel, SAE 
National Aircraft Production Meeting. 
7-17—Paris. Au‘omobile Salon 
{1-15—Kansas City. National Safety 
and Exposition 
12-14—Chicago. National Oil 
Convention. 
14-23—London. Automobile Exposition 
18-20—Chicago. National Assn. of Tire 
ers, Inc. 
27-Nov. 3—New 
Show. 
27-Nov. 3—Toledo. 
28—New York. Commodore 
nual Dinner 
28-Nov. 8—Milan, Italy. 
bile Salon 
30-Nov. 6—Boston. Automobile Show 
30-Nov. 6—Washingten. Automobile Show. 
30-Nov. 7—Los Ange'es. Automobile Show. 
30-Nov. 7—S1in Francisco. Automobile Show. 
31-Nov. 6—Cincinnati. Automobile Show. 
NOVEMBER 
1- 7—Yotungstown, O. Automobile Show. 
4-13——London. Commercial Automobile Show. 
6-11—Omaha. Automobile Show. 
6-12—Akron. 0. Automobile Show. 
6-12—Columbus, 0. Automobile Show. 
6-12—Newark. Truck Show. 


Assn. of Sales Fi- 


Regional 


Marketers Assn 


York. National 
Automobile Show 
Hotel. SAE An 


International Automo 


Congress | 


Deal- | 


Automobile | 





; 13-20—Rochester, 


Automobile Show 
Automobile Show. 
Automobile Show 
Automobile Show 
Automobile Show. 
Automobile Show 


6-13—Brooklyn, 
6-13—Buffalo. 
6-13—Chicago. 
6-13—Detroit. 
6-13—Indianapo is. 
6-13—Newark, N. J. 
6-13—Philadelphia. Automobile Show. 
-13—Pittsburgh. Automobile Show 
5-13—Toronto. Automobile Show 
-13—Des Moines, Automobile Show 
-13—Syracuse, N.Y. Automobile Show 
-20—Glasgow. Scottish International 

mobile Exposition 
3-20—Baltimore. Automobile Show 
3-20—Hartford, Conn. Automobile Show 
3-20—Jamaica, N. Y. Automobile Show 
Automobile Show 
Automobile Show 
Automobile Show 
Show 


Auto 


-20—Cleveland. 

-20—Springfield, Mass. 

-21—St. Louis. Automobile 

-21—Portland, Ore. Automobile Show 

-18—Louisville, Ky. ATA Truck and Equip 
ment Show. ATA convention 

-20—Denver. Automobile Show 

-20—Jersey City. Automobile Show 

-20—Ottawa. Automobile Show 

-24—Milwaukee. Automobile Show 

-27—Montreal. Automobile Show 

-Dec. 4—Kansas City, Mo. Automobile Show 

DECEMBER 

- §—Peoria, Ill. Automobile Show 

- 4—Chicago. Motor and Equipment Whole 
salers Assn. 

-lt—Chicago. ASI Show, 

-10—Flint. Mich. SAE 
Meeting. 


Navy Pier. 
National Prodw tion 


JANUARY 
17-21—Cleveland. American 
Assn. Conclave. 


Road Bu /ders 


for that purpose, Emerson J. 
Poag, advertising manager, 
| poured. 
ad * * 
HERE THE LOG is _inter-| 
rupted. The scribe has to chop) 
off this Friday afternoon to board | 
|an American Airlines flagship for | 
| Chicago, for the Nash preview | 
which will be held Saturday at 
Lake Geneva. 


| Anderson to Back 


Price Maintenance 


hand an encomium—make it two | 


| GARY, Ind.—The Anderson Co., 
| ucts, 
|that its price maintenance policy 
has been extended to come com- 
pletely under the 
Tydings act and under the fair 
trade acts of all states. 

While Anderson 
principle of price maintenance for 
its products 15 years ago, accord- 
ing to John W. Anderson, presi- 
|dent, the principle has_ been 
|somewhat impeded in interstate 
|}commerce by the Sherman act, 
| 


YOU az FOR THE QUALITY 
KYA 


new Miller- | 


instituted the | 


Pontiae Preview 


Set for Sept. 22 


PONTIAC.—Date for the 
press preview of the 1938 
Pontiacs has been changed 
to Wednesday, Sept. 22. 

Buses will leave the Sec- 
ond Ave. entrance of the 
General Motors building, 
Detroit, at 9:30 a.m. 





which the new federal measure 


1 | modifies. 
manufacturer of automotive prod- | 
has notified its distributors | 


A notice is to be included in 
each carton of products made by 
the company stating its resale 
price policy, and the correct re- 
tail price of the product printed 
on each individual package. 


Plans Expansion 

MILWAUKEE. — Edwards Motor 
Co., recently named parts whole- 
salers for this territory by the 
Chrysler Motor Parts Corp., has an- 
nounced a $25,000 expansion pro- 
gram to include a new type store 
cront. 
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When you put down your money for a truck in the 
low price field today, remember this: a truck can be 
built to meet any price, but when quality is sacrificed 
for sake of a low price, the buyer is always the loser. 


The pennies that are often saved in truck manu- 
facture, part by part and operation by operation, 
cost the user of that truck dollars. 


27 


Utah to Tighten 
Sales Tax Laws 


SALT LAKE CITY.—Sixty-eight 
firms and individual merchants in 
Utah, including some automobile 
dealers, face the revocation of 
their sales tax license by the 
state tax commission, acording to 
an announcement just made by 
the commission, which has not 
heretofore exercised its power to 
close up places of business delin- 
| quent with sales taxes. 

If an establishment is closed, 





the commission said, it cannot 
have its license reinstated for a 
period of two years. 


Mich. Adopts Letters, 
Numbers for ’39 Tags 


LANSiNG.—A numbering plan 
similar to those now in effect in 
Ohio and in New York has been 
adopted by Michigan for the 1939 
automobile license plates, accord- 
| ing to Leon D. Case, secretary of 
state. 


NOT ONCGE—BUT EVERY DAY—FOR YEARS... 


Te 


IT COSTS LESS TO OWN 


4 


WHITE because of- 


Lower fuel consumption 
Less frequent replacements 
Better tire mileage 


The White Model 700 is engineered for that big 
group of buyers who want a real quality truck at 
a low price. It will pay you to compare the speci- 


fications of the Model 700 with other low priced 
trucks. From the seven bearing crankshaft right 


through the whole chassis you'll find that surplus 
of stamina that means the difference between 
breakdowns and frequent replacements and un- 
interrupted, profitable operation. 


For thirty-five years White has manufactured 
quality trucks exclusively and behind the Model 
700 is White’s reputation for building trucks that 
cost the operator the least to own. You may think 
you're saving money on a lower initial cost but 
the cost records will show every time that there’s 
no economical substitute for quality in any truck. 


Before you buy any truck, let the White salesman 


show you the part by part difference in a White. 
THE WHITE MOTOR COMPANY e CLEVELAND 


Fewer hours out of service 
More route miles per day 
Exclusive advertising value 
Surplus of power 
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“TLL SAY WEVE GONE PLACES W 
‘THE TRIPLE-PROFIT DEALERSHIP” 


“| STARTED 
BACK IN 1917 
and 


LOOK AT OUR 
PLACE TODAY” 


J. W. SCHWIND, JR., President 
Schwind Motor Car Co. 
Davenport, lowa 


— TWO THINGS 


THAT 


MR. SCHWIND 
| SAYS 
MADE THIS SUCCESS, 
POSSIBLE... 


W. SCHWIND started as a Dodge 

« dealer in 1917. Today, the Schwind 
Motor Car Co., Davenport, Iowa, does 
a sales volume that places it among 
the large concerns of that region. Like 
so many Dodge-Plymouth dealers, the 
business of J. W. Schwind has grown 
soundly and substantially year by year. 


Mr. Schwind puts his finger on the 
reasons for Dodge-Plymouth dealers’ 
remarkable success when he says: 
“First, look at the merchandise we 
have to sell— Dodge cars, Plymouth 
cars, Dodge trucks— where else could 
you find as fast-selling and popular a 


set-up as that! Why, 9 out of every 
10 new car and new truck buyers 
are potential prospects for a Dodge- 
Plymouth dealer’s merchandise! 


“And second, look at the way we 
Dodge-Plymouth dealers and the 
factory work together. The factory 
policies are so sound—so practical—so 
fundamental—that a Dodge-Plymouth 
dealer can use his own initiative in the 
operation of his business. 


“Sure we've been successful, in a 
sound and progressive way, and it’s 
only natural for a Dodge-Plymouth 


DODGE 4%» PLYMOUTH CARS - DODGE TRUCKS 


DODGE AND PLYMOUTH COMMERCIAL CARS 
THE TRIPLE-PROFIT DEALERSHIP 


dealer to feel he has the finest, sound- 
est business opportunity any man could 
ever want!” 


TODAY, Dodge rarely has open territory, but the 
doors of the Dodge Regional Offices and the 
Home Office are always open to dealers who de- 
sire to discuss any phase of the automobile 
business with us. We invite you to call and we 
welcome these visits. A list of our Regional 
Offices and their respective Regional Managers 
follows: 


Geo. W. Malcomson, 512 Spring St., N. W. 

W. T. Murphy, 944 Park Square Bldg. 

....++.L. D. Cosart, 333 No. Michigan Avenue Bldg. 
..K. A. Ridenour, 1000 Times Star Bldg. 
.....---.R. S. Muir, 710 Republic Bank Bldg. 
....J. W. Hutchins, 7900 Jos. Campau Avenue 
GREENSBORO H. Gfroerer, 301 South Elm Street 
KANSAS CITY..........-+++++++a2 E. Jarrard, 1005 Fairfax Bldg. 
Ee OE: 06 65s ceenevarens C. S. Bash, 1031 So. Broadway 
MINNEAPOLIS C. R. Vance, 824 Fourth St. South 
NEW YORK i ere ‘, J. Timmens, 405 Lexington Avenue 
OKLAHOMA CITY... F. E. Seaman, Suite 612, Colcord Bldg 
PHILADELPHIA......H. M. Rowell, 608-10 Liberty Trust Bldg. 
PITTSBURGH. C. W. Chapman, 524-26 Medical Arts Bldg 
P."A. Jerrue, 3615 Olive Street 

....D. L. Beck, 1020-21 Lloyd Bldg 
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